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George M. Graham Receives |Polk Puts 1931 New Car ekg 


3,000 Inquiries From Car 
Dealers Within One Week 


Expects 5,000 Total Before Returns Are All In 
Seek, Information as to New 


Low-Priced Car 


ETROIT, Oct. 


By CHRIS SINSABAUGH 
5.—Within a week following his formal | 


| 


| 


| 
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1931 








Ye ear 


5 Cents. 


$12 Per 


At 1, 875, 000; Trucks at 320,000 


| Estisnate Is Based on Figures for First Eight Months, 


_| FRANKLIN CUTS 
PRICES ON ALL 
CURRENT MODELS 


Oct. 5.—Effective 
Automobile 


Syracuse, N. Y., 
today the Franklin 


announcement to the dealers of the United States that | | Company announces new low prices 
an unnamed company which he is representing is about to/on current models as low as $1,795 


launch a new low-priced car 


for the 1932 market, George | 


M. Graham had received in his office in the Book Building, | 


in this city, more than 3,000 replies from the retailers, 
As it looks now, 


for further information. 
exceed 5,000 by the time the 


DODGE RETAIL SALES 
CONTINUE LEAD OVER 


SAME PERIOD, 1930 


Detroit, Oct. 5.—Overall retail de- 
liveries of passenger cars and trucks 
by Dodge Brothers dealers in the 
United States for the week ended 
September 19 exceeded the same 

k in 1930 by 52.7 per cent., mak- 

the eleventh consecutive week | 
that such advances have been re- 
ported by Dodge. Compared to the | 
immediate preceding week, the in- 
crease is 6.5 per cent. 

By virtue of the consistent show- 
ing they have been making in the | 
last few weeks, Dodge dealers to 
date in 1931 have done 100.8 per 
cent. of business for the same period 


(Continued on Page 2) 


R. H. GRANT WILL ADDRESS 
AMERICAN BANKERS’ GROUP 
Atlantic City, N. J., Oct. 5.—One 

of the principal speakers at the 

American Bankers’ Association, 

which opens its annual convention 

in this city tomorrow, will be R. H. 

Grant, vice-president in charge of 

sales for for General Motors. 


_ ome 


this total will! 
returns are all in. 


almost instantaneous re-| 
sponse to the first Graham direct- 
by-mail -broadside is interpreted to 
mean that dealers everywhere are 
interested in a low-priced car in 
which are incorporated mechanical 
features which the buying public is 
demanding these days. Going fur- 
ther, it is thought that dealers take 
{kindly to the Graham theory—that 
i“*the introduction of this new car 
| is S based on the belief that two years 
of depression have changed the na- 
| tion’s buying habits”; that “not all 
| our people have experienced less- 
ened income, Many could still spend 
in the manner of 1928. But all seem 


(Continued on Page 2) 


|for the transcontinent sedan, with 
| similar reductions on 21 other types 
comprising the complete de luxe 


asking | and transcontinent lines. 


This action establishes the lowest 
sedan price in the company’s thirty 
years of manufacture of air-cooled 
cars. It brings this base price under 
$2,000 for the first time and puts 
Franklin in the position of the low- 


est priced fine car on the market. 
The amount of the reduction ranges 
as high as $500, representing 22 per 
cent. below previous list prices. 
Prices of the de luxe models now 
start at $2,395 for the sedan. 
Reduction applies on the very 
latest production, it is emphasized, 
which constitutes Series 15 Frank- 
lins incorporating the airplane-type 
air-cooled motor and the latest body 
features, along with all the mechan- 


(Continued on on Page 2 2) 








EMPLOYMENT OUTLOOK IN 
DETROIT MORE ENCOURAGING 


ETROIT, Qct. 5.—This has been a quiet week in this 
city, but some encouraging developments have been 


noted as regards employment. Buick has completed its inven- 
tory-taking and its plant is now y operating again in practi- 


cally all departments. 
Chevrolet, under its system of | 

speeding its work out over its whole 

pay roll, has kept upward of 25,000 


S. A. E. Production Meeting 
In Detroit Opens Wednesday 


ETROIT, Oct. 
point to a most representative 
attendance at the tenth national 
production meeting of the Saciety 
of Automotive Engineers which will | 
be held in this city Wednesday and 
Thursday of this week. A most in- 
teresting set of papers has been! 
prepared for the occasion and the | 
subject of electric welding as it ap- 
lies especially to body building will 
uppermost at the first session. 
The control of inventory of manu- 
facturing stocks and materials in 
process has become such an import- 
ant economic factor in mass produc- 
tion that heated discussions on this 
the expected. Cleanings and the prep- 


aration of metal surfaces, hot coin- | 


ing and the economic advantages 
of permanent moldings are other 
subjects scheduled. 
Detroit plants will be 
Thursday afternoon and that eve- 


ning the meeting will be brought | 
to a close with the e banquet at the! 





5. — Indications | 


visited | 


Book-Cadillac. A. K. Brumbaugh of 
the White Motor Company will be 
the toastmaster, with the principal 
speaker Louis Ruthenberg, presi- 
Ident of Copeland Products, Inc. 
| Phillips Thomas of the Westing- 
house Electric and Manufacturing 
| Company, will give a demonstration 
of “Electrons at Work and Play.” 

The complete program is 
follows: 

WEDNESDAY, OCTOBER 7 

10 A. M.—Morning Session—Crys- 
tal Room, Book-Cadillac. 


as 


ure and equipment used in making 
all-steel automobile bodies—from the 
sheet to finished bodies. 

J. W. Meadowcroft, Edward G. 
| Budd Manufacturing Company. 
| 2 P. M.—Afternoon Session—Crys- 





tal Room 
| Inventory Control—The necessity 


(Continued on Page 9) 


Welding—The technique, proced- | 
|effect that Dodge Brothers would 





men at work all during 1931. The 
average pay roll is claimed to have 
been approximately 34,000. This 
company takes inventory on the 
stagger plan, and even while this 
operation is going on there are 
25,000 men on the pay roll. 

Dodge Brothers has Officially de- 
nied any intention of closing its 
plant for inventory or any other 
purpose this year. In some way the 


| story got about that this company 
two weeks this| 


would close for 
month, but the rumor has been of- 
ficially denied. 

The Graham plant has been tak- 
ing on some workers, following a 
spurt in sales after the recent an- 


(Continued on Page 2) 


DODGE BROTHERS DENY 
REPORTS OF CLOSING 
PLANTS FOR INVENTORY 


Detroit, Oct. 5.—Reports to the 
shut down its plant briefly for in- 
ventory have been officially denied 
by B. E. Hutchinson, vice-president 
of the Chrysler Corporation. Dodge 
Brothers’ business has been running 
at a very satisfactory level and de- 
mand from dealers would make it 
impossible to close the plant at this 
time. 


DIAMOND T SALES 





Which Normally 


Represent 75% 


Of Yearly Total 


, Oct. 


5.—With pz 


assenger car sales figures for 


D* ROIT 
eight months in hand, showing a total of 1,527,196, as 


announced some days ago in Automotive Daily 


News, R. L. 


Polk & Co., compilers of registration figures for the country, 


estimate total passenger car 


IN SEPTEMBER TOP 
SAME MONTH, 1930 


Chicago, Oct. 5.—The largest in- 
crease in sales and shipments by 
the Diamond T Motor Car Com- 
pany for any month this year over 
the corresponding period in 1930 
was scored in September. The gain, 
according to information announced 
by E. J. Bush, vice-president in 
charge of sales, amounted to 35 per 
cent. and he further states that 
September was the fourth consecu- 
tive month to better last year’s 
record. 

“These increases have not been 
made in any one locality,” says Mr. 
Bush in a message to the company’s 
dealer organization. “They extend 
all the way from Newark in the 
east to San Francisco in the west, 
and from Montreal on the north 
to San Antonio on the south. 

“A number of our dealers in vari- 
ous sections of the country have 
sold and delivered more motor 
trucks in the first eight months this 
year than in the corresponding 
period last year.” 

Naming a partial 





list of cities 


(Continued on Page 2) 





CHEVROLET SEPTEMBER 
OUTPUT 45,863 UNITS, 


Detroit, Oct. 5—In a brief state- 
ment the Chevrolet Motor Company 
announces that its September pro- 
duction was 45,863, making a total 
of 689,273 of the 1931 models manu- 


factured. | 
Cheery news is found in the addi- 
tional statement that Chevrolet 


goes into October production with 
more than 30,000 on the pay roll. 


sales for 1931 as 
1,875,000 units. 
Normally the period from January 

through August accounts for about 


fewer than 


75 per cent. of the year’s total, and 
on this basis passenger car sales for 
1931 would approximate 2,036,000 
units. However, in 1930 the first 


eight months of the year accounted 
for 80.04 per cent. of the year's to- 
tal, and if this proportion holds good 
in 1931 the total passenger car sales 
would be fewer than 1,875,000 units. 
In this connection we may note that 
the sales curve so far this year 
has paralleled that of 1930 very 
closely. 

While sales in the medium price 
passenger car class fell off only 
19 per cent. during the eight months, 
thos® in the high ovrice class de- 
clined 32 per cent. and in the low 
price class volume dropped 30%. 

During the first eight months of 
1931 commercial car and motor truck 
sales totaled 234,502 units, which is 
22.31 per cent. below the 1930 total 
of 301,852, but only 17.16 per cent. 
under the five-year average, of 
283,062. Inasmuch as the first.eight 
months normally account for be- 
tween 71 and 73 per cent., Polk es- 
timates that total sales in the com- 
mercial field will run between 321,000 
and 330,000 units. 

R. L. Polk & Co.’s recapitulation 
of the eight months’ passenger car 
sales figures in comparison with 
those of the previous five years is 
as follows: 

Sales for the first eight months of 
this year aggregated 1,527,196 units, 
a decline of 27.67 per cent., as com- 
pared with the total of 2,111,354 
units during the same period last 
year and a marked decline from 
the average of 2,343,607 units for the 
last five years, when total sales dur- 
ing the first eight months of each 
year were as follows: 


DE a tA Kakeed heise ae 2,405,080 
WORT wn cccccccccccccees 2000000 
BGED cncccosceseccoccns 2,210,200 
EDEN «skcccnceccscnness 2,964,746 
Sr ere 2,111,354 








Late News Flashes 


Lima, O., Oct. 5.—B. A. Gramm announces that his com- 


| pany will go into production on its new G series four-ton 


i truck about October 15. This job has a six-cylinder, 434 by 
4%,-inch engine. * * 

New Haven, Conn., Oct. 5. —Prof, Irving Fisher’s whole- 
sale commodity price index for last week stood at 68.1, as 
against 68.6 a week ago. 


Cincinnati, O., Oct. *5.—Emil E. Hess, general manny 
of the Sayers & Scoville Company of this city has ben 
elected chairman of the executive committee of Cincinnati 
Boys’ Week for 1932. * * * 

Springfield, Hl., Oct. 5.—The Illinois State Highway 
Department plans to award $32,584,000 worth of highway 
contracts during the coming nine months. It is expected 
that this campaign will give employment to 10,000 men. 
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Georg: e eM. Graham Receives | 
3.000 Car Dealer Inquiries 


(Continued from Page 1) 


in a new mood. They want more 
for their money.” 

The second step in the campaign 
to secure dealers for the new prod- 
uct was taken today when Mr. 
Graham put in the mail a “follow 
up,” containing a questionnaire. He 
is frankly asking for the opinions 
of the dealers as to what they think 
the name of the new car should be; 
the mechanical details that might 
have a selling power; kind of up- 
holstery, what kind of radiator con- 
tour; body types, price ranges; if 
there should be a de luxe line, and 
suggestions as to what could be 
incorporated “to make this new car 
an outstanding value.” 

As indicating Mr. Graham's sin- 
cere desire to build up a dealer sales 
agreement that will be satisfactory 
to those who do the retailing, he 
also asks each man he is contacting 
to send in ideas on this particular 
point. 

Interesting is the first question, 
which asks for suggestions for the 
name of the new car. “With a mag- 
netic name, a new car will quickly 


Employment. Outlook in 
Detroit More Encouraging 


(Continued from Page 1) 


nouncement of price cuts. This 
company also has made free wheel- 
ing standard instead of an option 
at increased cost. 

The Oakland Motor Car Company 
has been conducting an intensive 
sales campaign, and orders on hand 
will prevent any closing of the plant 
for inventory for the present. 

It is reported that the “ord Motor 
Company has finished its quota of 
the present Model A engine and is 
not building any more of these 
power plants. 

















| impress 





The Ford payroll has 


itself on the public mind,” 
says Mr. Graham in the question- 
naire. “Here are a few suggestions: 
Ace, Buckingham, Conqueror, Fron- 
tenac, Hispano, Jefferson, May- 
flower, Pioneer, Rockne, Speedway, 
Washington, Wilson. If none of 
these names appeal to you, we will 
appreciate your suggestions.” 

Possibly showing what the pro- 
moters have in mind as to the price 
range, there is one question asked: 
“In which of the price ranges be- 
low do you think a new six-cylinder 
car would give the dealer his best 
money-making opportunity?” There 
are two lines to fill in. One names 
“below $750” and the other “from 
$750 to $1,000.” 

It is expected that a decision as 
to the new name will be arrived at 
by November 1, at which time it is 
planned to announce the selection. 
Two weeks later Mr. Graham ex- 
pects to be able to tell his whole 
story, with names of his associates, 
definite location of the plant, some 
of the features of the new line, 
prices, etc. 





















been cut considerably during the 
past week or more, but it is under- 
stood that activity will be resumed 
on a wider: basis during the first 
week in November. Various opin- 
ions as to the meaning of this move 
are heard in this city. 

There has been little evidence of 
any wage cutting by automotive 
plants here, as far as factory labor 
is concerned. Salaried officials and 
office men have been cut in some 
cases. Ford is maintaining his $7 
a day minimum and the other 


EAR in and year out, the 


Willys-Overland franchise has proved 


one of the most valuable in the 


industry. There are many successful 


dealers who have handled Willys- 


Overland products exclusively over 


a long period of 


time. 


Write or wire for franchise particulars 


Willye-Overland, Inc., Toledo, O. Willys-Overland, Led., Toronto, Cam. 


WILLYS 


A BIG SIX priced like a2 four 
A POWERFUL EIGHT .. . 
A BRILLIANT KNIGHT ... 
2 NEW WILLYS TRUCKS 








plants seem set to hold present 
wage scales, but of course working 
time has been reduced in most of 
the factories. 

In this connection there has just 
appeared a review by the National 
Industrial Conference Board of ten- 
year employment in various indus- 
tries. This review shows that the 
number of ‘workers in automobile 
factories increased by 505 per cent. 
in the two decades ending with 1930. 
The number of workers gainfully 
employed in manufacturing and 
mechanical industries increased by 
nearly 32 per cent. in the twenty 
years, but the number engaged in 
fishing and forestry decreased by 29 
per cent. 


DIAMOND T SALES 
IN SEPTEMBER TOP 
SAME MONTH, 1930 


(Continued from Page 1) 


where gains for the eight months’ 
period have been made, Mr. Bush 
mentions the following cities, to- 
gether with the amount of increase: 
San Antonio, Tex., 66 per cent.; 
Danville, Ill., 100 per cent.; Milwau- 
kee, Wis., 7 per cent.; Sioux Falls, 
S. D., 54 per cent.; St. Paul, Minn., 
25 per cent.; Omaha, Neb., 143 per 
cent.; Louisville, Ky., 47 per cent.; 
New Kensington, Pa., 83 per cent.; 
Washington, D. C., 88 per cent.; 
Greensboro, N. C., 140 per cent.; 











H. M. Stephens 


* * 


Tom Hay Drops In 


” 


Paris Styles 


Chris Sinsabaugh—Detroit Editor 


HE saga of the late H. Morton Stephens is one of 

accomplishment in a career in the automobile industry 
that extended more than a decade. Born in Middletown, 
Del., in 1883, he followed his graduation from the state 
university as a civil engineer by establishing a brilliant 
reputation in engineering and construction work, which 
culminated in a connection with E. I. du Pont de Nemours 
& Co. when he supervised the construction of twenty Gen- 
eral Motors and twenty Du Pont plants in the United States 


and Canada. 
Showing the remarkable versatility of the man, he 


turned from construction engineering into the sales field in 
1921, when he joined Cadillac as Eastern district manager 


Rochester, N. Y., 85 per cent.; Mount | and special representative, supervising sales and service. 
Vernon, N. Y., 65 per cent.; Newark,| Then he was appointed general manager of the Chicago Cad- 


San Francisco, 


N. J., 72 per cent.; 
and Montreal, 


Cal., 33 per cent., 
Canada, 59 per cent. 

The Diamond T sales chief ex- 
presses confidence that the gain over 
last year will continue unbroken in 
October, declaring that “I am look- 
ing forward in October to our mak- 
ing even a better showing than we 
did in September. # 


DODGE RETAIL SALES 
CONTINUE LEAD OVER 
SAME PERIOD, 1930 


(Continued from Page 1) 


in 1930, says A. vanDerZee, general 
sales manager. 

Comparing retail deliveries of the 
various units making up the Dodge 
business against the immediate pre- 
ceding week, figures for September 
19 show an advance of 1.9 per cent. 
for the Dodge Six and Eight and 
9.4 for Plymouth, making an overall 
passenger car increase for the week 
of 6.9 per cent. 

Truck retail deliveries also ex- 
ceeded those of the week ended 
September 12, the increase being 3.5 
per cent. 


SYLVANUS. RETURNS TO 
POST IN SOUTH AFRICA 
South Bend, Ind., Oct. 5—C. M. 
Sylvanus, special representative for 
the Studebaker Pierce-Arrow Ex- 
port Corporation in South Africa, 
has returned to his post after a 
two months’ visit in the United 
States. 


The First Morse Chain Customer ls 
Still a Morse Chain Customer 45 


Morse Chains Are Standard 
Equipment on the Following Cars 


AMERICAN La Salle 8 
Cadillac V-8 Lincola 8 
Cadillac V-12 Oakland V-8 
Cadillac V-16 A manufacturer of 
Chrysler 8 high grade eights 


Chrysler 8 De Luxe 
Chrysler Imperial % 
Continental Motors 


(Name en request) 


Peerless 8 (Model B) 
Peerless 8 (Model C) 


De Sote 6 
De Soto 8 Poatiac 6 
De Vaux 6-75 Reo Fiying Cloud 6 


Reo Flying Cloud % 
Reo Royale 8 
FOREIGN 


Adler 
Audi 


Dodge Bros, 6 
Dodge Bros. 8 
Durant 6 (614) 
Durant 6 (617) 
Essex 6 
Hudson 8 
Hupmobile 8% 
(C-100) 
Hupmobile 8 
(H-133) 
Hupmobile 8 


(U-133) 
Hupmobile 
Century 8 


MORSE 


GENUINE SILENT CHAINS 


illac branch, which position he held for only one year, as 
the factory called him to Detroit and made him general sales 
manager. He served as such until 1930, when he was 
appointed Western sales manager of Oakland-Pontiac. 

A member of the Detroit Athletic Club, Detroit Golf 
Club, Founders Society of the Detroit Museum of Art, 
Recess Club, and associate member of the Society of Auto- 
motive Engineers, Mr. Stephens was universally popular. 
He is survived by a widow and four children, three sons and 


a daughter. 


* 7” ~ 

OM HAY came to Detroit the other day, a hick from 

Chicago, who had never seen the General Motors Build- 
ing or the Fisher edifice. He had seen pictures of ‘them and 
also snaps of the Ambassador Bridge and blueprints of the 
Detroit-Windsor tunnel. At that Tom has some sophistica- 
tion, and in his defense it might be pointed out that when 
he was manager of the Chicago Ford branch he used to 
come over this way quite often. But since then he has been 
selling cars made in Cleveland and Toledo, and Detroit has 
not been on his calling list. | 

To give him a more dignified title than just plain Tom, 
Thomas J. Hay came this time as head of the Chicago com- 
pany which publishes the National Used Car Market 
Reports. This new connection for this veteran automobile 
dealer came on the heels of his retirement from that field 
last July. Tim Beard, who had handled the reins for the 
National Used Car Market Report, was killed in an auto- 
mobile accident recently, and Hay, being a director, was 


drafted for the emergency. 
*~ ok 


* 

RIGGS BODY has sent to the Paris Salon and the Eng- 
lish Olympia Show Ralph Roberts, chief of its design- 

ing staff, a hurry-up trip because Roberts has to get back 
here as soon as possible to work on new custom models for 


(Continued on Page 6G) 


FRANKLIN CUTS 
PRICES ON ALL 
CURRENT MODELS 





( Continued From Page 1) 
ical refinements made within recent 
months. 

The new scale of Franklin prices 
accomplishes the aim of the Frank- 
lin company, inaugurated two years 
ago, to introduce its established 
fine car standards at prices practi- 
cally. on a par with the medium 
price field. Coming coincident with 
the launching of a national news- 
paper advertising and promotional 
effort which is meeting with ex- 
cellent success, the new price reduc- 


MORSE 


THAIN COMPANY 
Ithaca, N. Y.; Detroit, Mich. 


LETCHWORTH, HERTS, ENGLAND 
Division ef Borg- Warner Corporation 


~-—ppama bnew el Werke | 'i00s Should extend still further the 
ain: Ghead seiaenee sales of American's only air-cooled 


car, executives state. 





G. H. MALONY ELECTED 
WHITMAN & BARNES SECY. 
Detroit, Oct. 5.—George H. Malony 
Ee been elected secretary of Whit- 
| man & Barnes, Inc., Detroit, to 
succeed J. I, Holton, resigned. 2 
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aes Department Store Methods to Sell Accessories 


Ford Dealer in Lincoln, | 


Neb., Shows Greater 
Volume in First Eight 
Months Than in Corre- 


sponding Periods of 
Either 1929 or 1930 


By JAMES R. LOWELL 


HEN the accessory and parts 
department of a retail auto- 
motive establishment shows a 
greater volume, both of volume and 
profit, so far this year than for the 
corresponding periods of both 1929 
and 1930, then the manager of that 
establishment must have put into 
practice some ideas that should 
prove interesting and valuable to 
other automobile dealers. This is 
true of the O’Shea Motor Company, 
oo and Lincoln dealer at Lincoln, 
eb. } 


“How do you do it in the face 
of the depression?” was the ques- 


tion put to Hugh B. Riley, manager | 
of O’Shea’s accessory and parts de- 
partment. Mr. Riley didn’t have any 
set rule or formula for increasing 
the sales of parts and accessories, 
but he did say that his company’s 
increase was directly due to the fact | 
that Ed O’Shea, the _ proprietor, | 
faced the fact that there was a de- 
pression instead of trying to dodge it 
and hang on at a loss until such a |} 
time as business might improve of | 
its own accord. 

“We didn’t face the depression 
squarely as early as we might and 
should have done,” Mr. Riley de- 
clared, “but late in 1930 when our 
business had shown a steadily de- 
clining volume since the gilt-edge 
days of 1929, we decided that busi- 
ness might continue in the ‘dumps’ 
indefinitely and, perhaps, perman- 
ently for us, if we didn’t do some- 
thing about it. It was reasonable 
to believe that hard work would 
help considerably, but it also ap- 
peared certain that something else 
was needed. 

“We looked around us to see what 
other business houses in Lincoln 
were doing—and there, among a 
number of other firms, was a de- 
partment store which was putting 
on more help, expending and im- 
proving its quarters, and doing more 
business than it ever dreamed of 
doing during the halcyon days of 
1928 and 1929. We also found that 
this concern was whipping the de- 
pression ‘hands down’ by the simple 
expedient of attracting customers by 
lower prices than its competitors, 
effecting a quicker turnover of goods 
and purchasing large quantities of 
the goods which the customers 
bought the most of at the lowest 
manufacturer's prices known to the 
retail trade for many a year. 


“It looked like a good bet to apply 
the policies upon which this depart- 
ment store was ‘packing ’em in’ to 
our own business. We had on hand 
a large stock of heaters, trunks, spot 
lights, expensive cigar lighters and | 
similar accessories which we had | 
laid in at pre-depression wholesale 
prices and were trying to sell for 
pre-depression retail prices. We had | 
managed to move a few of these 
items by dint of much displaying, | 
advertising and salesmanship, but 
it wasn’t a paying business. 

“The first step toward moving 
this stock of accessories was a hard 
one to take, but, like the proverbial 
cold shower, it toned up our busi- 
ness, set the blood to circulating and 
put us to work with greatly in- 
creased optimism concerning the fu- 
ture. We had to move that old 
stock, which was eating its head off 
because of lack of turnover on the 
investment, and this we did by cut- 
ting prices. In most cases prices 
were lowered to cost to us, while in 
some we lost money on the deal, and 
in still others we made a narrow 
margin of profit. In order to take 
full advantage of this clearance sale, 
we had to advertise and let the 
prospective customers know what we 
were doing. This advertising was 
done through our salesmen, direct 





mail and newspaper advertising, 
radio, and increased displays in 
which the lowered prices were 


marked plainly in red. The clear- 
ance offered such real values that 
employees of the company and 
friends of employees took advantage 
of it to bedeck their cars with high- 
grade accessories, and within a few 


*. 


NS 


| fered, 


'months our stock had been reduced 


to a level where we could begin to 
take advantage of the new whole- 
sale and manufacturers’ prices. The 
result was that we were able to 
continue to sell at the low prices 
offered during our clearance, and 
at the same time make a comforta- 
ble profit. Customers gained dur- 
ing the clearance, continued to pa- 
tronize us and they told their 
friends, who told their friends, et 
cetera.” 

There are other reasons for the 
O’Shea company’s present prosperity 
in its parts and accessories depart- 
ment, of course. Parts business took 
a boost along with the company’s 
campaign to get more service and 
repair business. New tools and ma- 
chinery were added to the equip- 
ment, the shop was “spruced up” 
and new low-priced bargains in 
grouped service operations were of- 
In common with most of the 
other automobile dealers in Lincoln, 


| O’Shea’s experienced an increase in 


} volume in shop and service floor 
business in 1930 over 1929 and in 
1931 over 1930. This trend has in- 
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LONG MANUFA 








creased the profits in the parts de- 
partment considerably. 

Still another item of business 
management has entered largely 
into the O’Shea company’s in- 
creased sales of parts and acces- 
sories—collections. Since the bal- 
loon bursted in the fall of 1929, col- 
lections in the corn belt, 
other parts of the country, 
been slow. Recognizing that no 
business can hope to operate suc- 
cessfully if a large part of its cap- 
ital is wrapped up in accounts 
owing, Mr. O’Shea_ concentrated 
upon collections, By the liberal use 
of the telephone, by drilling the 
necessity for speeding up collections 
into his sales force, and by increas- 
ing his billing to owing customers, 
collections in 1931 have been almost 
up to the first eight months in 
1929. 

The word has 


“inventory” also 


taken on a new meaning for the} 


O’Shea company. Whereas. the 
company used to take occasional 
inventories as a matter of course 
and with no special benefits to be 
derived therefrom in mind, the em- 
ployees now check up on the stock 
on hand every two weeks and Mr. ! 


as 


as in most | 
have | 
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O'Shea uses these inventories to 
very good advantage. In the ac- 
cessories department, only the items 
which are turning over rapidly and 
paying the interest on the invest- 
ment are ordered from the whole- 
saler, The department makes it a 
point of policy to carry a complete 
line at all times, however, because 
of the added prestige such a policy 
engenders. The place where the 
check-ups help most, perhaps, is 
the used car department, and there 
Mr. O’Shea and his used car de- 
partment manager check up on the 
used vehicles in stock every day. If 
they find that Tudors are coming in 
faster on trade-ins than they can 
be moved profitably, down goes the 
lid on Tudors until such a time as 


additional cars of this model can 
be taken in the used car stock 
without oOverbalancing it. While 


this policy isn’t adhered to relig- 
iously, it is a general policy which 
has aided his used car profits ma- 
| terially during the past twelve 
months, according to Mr. O’Shea. 








DE VAUX NAMES SALES 
ORGANIZER IN CANADA 


Toronto, Canada, Oct. 5.— De 
Vaux-Hall Motors Corporation is 
now active in the Canadian field, 


having already announced the ap- 
pointment of a distributor in Lon- 
don, Ont., and intimated that the 
appointment of other distributors 
will be announced shortly. 

Andrew Moffatt, a Canadian of 
long standing in the automotive 
field, has been appointed to repre- 
sent the company in Canada as 
sales organizer and has started work 
on the formation of a dealer organi- 
zation to handle the De Vaux car 
in this country. Mr. Moffatt is 
making his headquarters in this 
city at 210 Dundas St., west. 


NEW WILLYS DEALER 
Camden, N. J., Oct. 5.—The new 
Willys car ana truck dealership in 
this city is the Airport Automobile 
Company on Admiral Wilson Boule- 
vard, neaz the airport. J. W. Marke 
heim of Haddonfield, Harry Dotz of 
Merchantville and Henry Trattner 

of Audubon are the directors. 
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Wage Values 


N the epidemic of wage reductions that appears to have 
set in recently, there has been much conversation about 
“real wages,” “wage values” and other descriptives intended 
to convey the impression that labor has been earning at the 
1929 rate, while commodities have sunk enormously in cost. 
Obviously labor on full time at the wage scale of two years 
ago, but with commodity prices at present levels would be 
better off than any time in history. 

The Bureau of Labor Statistics has just completed a 
survey of 14,000 manufacturing organizations and from 
returns finds that in the last eighteen months the average 
payroll has dropped 32.06 per cent., whereas the cost of liv- 
ing has declined only 12.31 per cent. Certainly labor, as a 
whole, has not derived any particular benefit from such a 
condition as this. Our national buying power cannot be said 
to have gained much, and, as long as this situation continues, 
we are not going to make any real steps toward revival. 

Low prices for commodities would benefit the nation if 
all labor were employed and able to take advantage of the 
lowered cost. It usually happens, however, that when work 
is plentiful and wages are high, so are prices. As a matter 
of fact, a definite upswing of commodity prices is one of the 
signs for which financial experts are anxiously waiting, as 


| 
an indication of the dawn of better times. 


Aggressive Tactics | 

| 

W* had the pleasure recently of talking to the chief | 
executive of a company, which in the teeth of depres- | 

sion increased its business in 1930 over 1929 and will again 


register a gain this year over its previous high water mark. | %8-Dee. 9—Brussets, Belgium. Automobile 
, : sales : anage | 29-Dec. 5—New ¥ , 
We asked him, not unnaturally, how he had managed to | *-Pee: New York N.Y. Automobile 


‘nlong to the customer by many 


achieve such a distinction in the face of general conditions. | 


“By employing aggressive tactics instead of falling back 
on defense,” was his pithy reply. Then he explained in a 
little more detail: ‘““‘We knew things were going to be hard 
when 1930 got under way. The executives of our company 
agreed that if we were to get anywhere, or stay above water, 
we would have to fight for it. We mapped out a general 
plan for the company based on fighting for business. 
added to our staff a sales promotion man who had vision. 
He laid out a comprehensive, fighting campaign, backed with 
all the fighting promotion he could throw into it. Our vice- 
president in charge of sales managed to get the fighting 
spirit into his men, and they have worked harder and sold 
harder than they ever thought they could. Those boys are 
the ones who have done the trick. They deserve the credit.” 

Obviously the men on the battle line do deserve credit, 
but if they have not got the right sort of executives, they 
never will get the chance to fight. We have an idea that 
there are plenty of sales staffs in this country today as 
capable as the one mentioned above, but lacking the leader- 
ship and support that gave this one its chance. What busi- 
ness needs today, though, is a return to aggressive tactics; 
attack instead of defense. 


T was William C. Durant, who, some years ago, advised 
us all to the following effect: “Don’t sell America short.” 
Just at the present moment that seems to be the single 
aim and purpose of certain worthy gentlemen not far from 
what is known as the Wall Street district in New York city. 
But the wise man, who is fortunate enough to have some 
spare money on hand will “buy America for the long pull” at 
the present prices of shares in the soundest business enter- 
prises in the world. And in so doing will lay the foundation 
of his future fortune. 


We | 


| 


| 


} 
| 


| 10-13—Chicago. National Whee) and Rim 
Association, annual convention, 
Edgewater Beach Hotel. 

11-1!—Detroit, Mich. American Roaa 
Builders Association, twenty-ninth 


| 
| 
| 


| 


| 
| 


{ 
| 
| 
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Cincinnati Automobile Dealers’ As- one 
sociation. stant dependability. 
17-23—Milwaukee. Annual Automobile 
Show, Milwaukee Automotive 
Trades, Inc. 
| 22-30—New York. National Moter Boat 
Show, Grand Central Palace. 
23-30-— Minneapolis, Annua! Automobile 
how of Minneapolis Automobile 











GOME days ago Automotive Daily News asked a number of its dealer 

readers to express their opinions on the much discussed question of 
whether longer discounts would help the retail merchant in the present 
situation. The replies printed herewith give an excellent idea of the 
division of opinion that exists among dealers on this subject at the present 
time.—The Editor. 


Closer Check by Factory 


In our opinion we are inclined to/| ods can hardly be expected to mend 
believe that a longer discount would | their ways. 
undoubtedly be of great benefit to| “4 Closer check by 
automobile dealers who are trying 


to merchandise their cars in a busi- 
nesslike way. No doubt, there has 
been a great waste of money passed 


the factory 


Larger One, 


Competition is so keen today that 
dealers are passing the larger part 
of their commission to the cus- 
tomer in used car allowances, and 
we see no benefit in a larger dis- 
count. e 

We feel that the dealer would be 
benefited most by uniform discount 
to the dealer on the various makes 


dealers, who fail to use any sound 
reasoning or the necessary care in 
appraising and marketing their 
used cars. This type will continue to 
hurt legitimate dealers until] they 
are eliminated from the picture. 

But, unless something is done 
along this line, the manufacturers 
will be forced to eventually take 
over the retailing of their cars in a 
great many centers for the reason 
that very few dealers can success- 
fully maintain a direct dealership 
in the larger localities, with the 
overhead encountered in maintain- 
ing proper territorial coverage, with- 
out a larger discount. 

Longer discounts will unquestion- 
ably permit the legitimate dealers, 
who are surely in the majority, 
to weather the present period of de- 
pression. On the other hand, those 
who are inclined toward gyp meth- 


ee eee 
| COMING EVENTS | 


OCTOBER 


1-11—Paris, France. internationa! Auto- 
mobile Salon. 

7- 8—Detroit, Mich. 
tive Engineers, 
meeting. 

12.13—Pittsburgh, Pa. 
motive Trades Association, 


I feel that larger discounts han- 


to automobile dealers. Such dis- 
counts should not be given in the 
form of an extra trading allowance 
or in a direct discount when the 
new car is purchased from the fac- 
tory, but set up in a reserve fund 
by the manufacturer on each new 





Soclety of Automo- 
national production 


Pennsylvania Auto- 
conven- 


tion. 
0-86-—neoane. 1 Nationa) Safety Coun- 


ci 
14-16—Pittsbargh, £1. Society of Iindus- 
trial Engineers. convention. 
14-15—Albany, N. ¥. New York Automo 
bile Dealers Association, convention 
15-17—Pittsburgh, Pa. American Gear Man- 
ufacturers Association, convention 
15-24—London England. Internationa 
Motor Exhiktition. Oivmpia Hall. 


19-22—Chicago, Ill. National Hardware 
Association, convention 
22-28—Prague, Czecho-Siovakia. Interna- 


tional Automobile Exposition. 
22-28—Prague, Czecho-Slovakia. Interna- 

tional Artomcbile Exposition 

23—New York City. American Iron and 

Steel Institute, convention. 
27-28—Chicago, lll. American Railway As- 

sociation. Motor Transport Di ion 

meeting. 

NOVEMBER 


5-14—London, England. Internationa) Com- 
mercial Motor Transport Exhibition. 
Olympia Hall. 

10-12—Chicago, Il, 
Institute, annual 
Stevens 


American Petroleum 
meeting. Hotel 


N 


30-Dec. 4—New York City. American So- 
ciety of Mechanica] Engineers, 
nual meeting 

> DECEMBER 

7-12—Atlantic City, N. J. Motor and | 
Equipment Association and Nationa) | 
Standard Parts Association, Joint 
Trade Show. 

9-11—Atlantic City, N. J. American In- 
stitute of Chemical Engineers, meet- 


ing 
JANUARY 
9-16—New York City, National Automobile 


an- 





Chamber of Commerce, Nationa! 
_ Automobile Show. 
9-1;—Los Angeles. Annual! Automobile 


Show of the Los Angeles Motor Car 
Dealers Association 


; convention and show 
16-23—Newark, N. J. Newark Automobile 
rare Dealers’ Association’s annual show 
16-23—Buffalo, N. ¥. Annual automobile 
show of Buffalo Automotive Trade 
Association, Inc., 174th Regiment 
Armory 
13-23—Cincinnati. 


Automobile show of 


Trade Association 
23-30—Pittsburgh. Annual automobile show 
of Pittsburgh Automobile Dealers’ 
Association, Motor Square Garden. 
30-Feb. G—Cleveland. Annual! Automopile 
Show of the Cleveland Automobile 
Manufacturers and Dealers Associa- 
tion, Public Auditorium. 
30-Feb. 6—Chicsgo, Ul. National Automo- 
bile Chamber of Commerce, Nationa! 
Automobile Show. 
30-Feb. 6—Chicago, Ul. 
Hotel Diake. 





WOOD: WILK 


Automobile Solon. 


KELSEY-HAYES WHEEL CORP. 
DETROIT, MICHIGAN 


FEBRUARY 


Annual Automobile Show 
Inc. 


6-13—St. 
St. 

13-26—Kansas City, Auto- 
mobile Show, Kansas City Motor 
Car Dealers’ Association, American 
Royal Building. 

13-20—Los Angeles, Cal. Automobile Salon 
Hotel Biltmore. | 

22-Marech 5—Sen Francisco, Cal. 


Paul. 
j bile Saion, Palace Hotel. 


Pau) Automobile Dealers, 
Mo. Annual 


Autome — 


Kelsey-Hayes 


over their dealers is the only solu- 
tion of the matter in my opinion. 
Dealers who persist in conducting 
their business in a slipshod way 
should be replaced as rapidly as pos- 
sible by others who can qualify, 
without awaiting the inevitable 
business failure that is rapidly un- 
dermining the entire system of au- 
tomobile retail business. 

Very truly yours, 

E, F. MARQUETTE, 

President Ford Garage Company, 

Inc., Glens Falls, N. Y. 


Uniform Discount, Not 


the Real Need 


of automobiles. This would lessen 
the unfair competition that we have 
today from dealers who are allowed 
a larger discount than that enjoyed 


on the more popular makes of cars. 
Cc. D. MILLER, 
Hudson Crescent Garage, Inc., 
Hudson, N. Y. 


Longer Discounts in Form of 
Yearly Reserve Would Help 


;car bought by the dealer. This 


dled properly would be a great help| could be done in very much the 


same way that the finance com- 
panies build up a reserve on retail 
contracts, payable to the dealer once 
a year. 

I believe if longer discounts were 


(Continued on Page 10) 






Wheels have, 


by their unfailing performance, 
earned and maintained a reputa- 


tion for unfailing reliability—con- 
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How Tire Dealer Does $200,000 
Volume in Conceded “Off” Year 


The 999 Tire Company, Inc., Ridgewood, N. J., 
Strong Believer in Direct-by-Mail Adver- 
tising and Free Road Service 


Pen a tire business from an $18,000 volume 
six years ago to $200,000 in a conceded “off” year is 
the record of the 999 Tire Company, Inc., of Ridgewood, 
N. J., and while the depression continued in the first eight 
months of this year, indications are that this concern will 
equal, if not better, the record of 1930. 

The “how” of the success of the?-— 
999 Tire Company, Inc., lies with the that there is very 


owners, Irve and Dunte Mittag, , oe 
brothers. Their merchandising | T@nsient business. 


little so-called 
It caters to a 


methods are unique and varied. 
When 


population of 30,000 in its own city 


they started in business| and the surrounding towns of Glen 


their first idea was to build up a | Rock, Midland Park and Hohokus. 


reputation. Then they started to 

increase their scope by advertising. 
In deciding upon a name they hit 

on the combination. of 9’s and in- 


In addition to tire sales and re- 
pairs, the concern sells and does 
starter motors, generator and re- 


duced the telephone company t0} pairs and ignition work. 


give them that number. Then they 
started advertising — newspaper 
space, handbills, and direct-by-mail. 
Their mailing list today contains 


The concern’s direct-by-mail ad- 
vertising campaign shows thought. 
The mailings are monthly and more 





5,000 names and newspaper space is 
used only when they have some- 
thing special to offer. 


In the few hours the writer spent 
at the station he discovered one of 
the best merchandising stunts the 
brothers use, but about which they 
don’t talk. 

They sell themselves to their cus- 
tomers—strangers as well as those 
who have been their customers 
from the beginning. The brothers 
greet every one with a smile, a few 
words and the hope that they are 


being serviced satisfactorily. No 
high pressure salesmanship! 
“Our hydraulic lubricating lifts 


are our best business getters,” says 
Irve Mittag. “With the cars ele- 
vated seven feet the owner has an 
opportunity of seeing the part of his 
car that he never sees in any other 
way. The battery box may be rotted, 
the rack loose, the stop light wire 
broken. It gives us an opportunity 
to point them out and suggest re- 
pairs.” 

The 999 Tire Company, Inc., does 
only tire, battery and ignition re- ‘ 
pairs in addition to selling acces- 
sories, tires, batteries, gasoline, oil 
and lubrication. 

The shop is two stories and base- 
ment set back at the extreme rear 
of the plot at the corner of Frank- 
lin Avenue and Chestnut Street. It 
is in the heart of Ridgewood’s au- 
tomobile row and has plenty of 
competition. 

The concern handles two lines of 
tires, General and Armstrong; one 
make of battery, under its own 
name, and one brand of gasoline. 

Four different lines of oil are sold. 

The battery department is located 

in the basement, where the acid 
fumes will not be noticed by the 
patrons, while its tire repair de- 
partment is on the second floor. 
The lubricating lifts are on the 
right of the ground floor, while the 
tire, accessories and battery show- 
room is on the left and contains 
the office where the cashier has an 
unobstructed view of the store and 
front of the building. 

In this way, if a car pulls in and 
the employees are all busy inside, 
she pushes a bell warning the men 
inside on the lubricating lifts that 
one of them is needed outside. 

The concern employs nine 
and keeps them all busy. 

One of the big features of mer- 
chandising tires is the free road 
service. .Two service cars are avail- 
able fourteen hours a day, excepting 
Sunday. The road service is worked ~ 
out in the following manner: 

If a call comes in for road service 
a car is sent out, the spare put on 
and the damaged tire is taken to 
the shop. So far this service is 
free. The repairs made and the 
tire returned to the car is charged 
at the regular price for repairs and 
25 cents extra for returning the tire. 
But should the car follow the service 
car to the shop and pick up the re- 
paired shoe, the cost of repairs is 
the only service. 

While the Mittags admit the 
operation of the service cars is an| 
expensive item, they claim that it! 
has brought in as many steady cus- | 
tomers for tires and batteries as any | 
other form of advertising at twice | 
the cost. ‘i 

The 999 Tire Company ‘has found 


men 








e 


policy of building only the finest quality, with its resultant efficiency 





often if occasion demands. Three 
samples are shown here. 

Irve Mittag had been keeping his 
shop open from 7.30 a. m. to 11 p. 
m. on weekdays, and from 7.30 a, m. 
to 9 p. m. on Sundays. This was 
found to be an expensive program, 
for it meant two shifts of employees. 
Inducing two other big superservice 
station operators to change with 
him, the shop now opens at 7.30 
a. m., and close at 9 p. m. on week- 
days, and Sunday hours are 9 a. m. 
to 1 p. m. 

This meant concentration of men 
during the hours when a large staff 
is needed, cut down expenses and 
got the customers used to it. 

Another feature of the 999 layout 
is the three air compressors, two 
in use at all times in tandem. This 
leaves one sixty-gallon tank in re- 
serve for emergency and also allows 
a compensation of pressure at all 
times. The tanks are arranged so 
that any two can be worked in tan- 
dem, or, if necessary, any tank will 
operate by itself. In addition to 


IGNITION 





supplying air for tires, the com- 
pressors operate the lubricating 
lifts. 

Two funnels attached to piping, 
working on Hinged elbows, allow 
the draining of oil from cars with- 
out messing up the shop or loss of 
oil. The oil goes into a 1,000-gallon 
tank in the ground. 

“Although we have to sell one- 
third more tires this year to reach 
the dollar volume of 1930, we have 
every reason to believe, based on 
our first eight months’ sales, that 
we will equal last year’s mark,” Irve 
Mittag says. 

Tire repairs average from fifty to 
sixty casings a day. 


Co-Operative Used Car 
Sale Is Successful 


Klamath Falls, Ore., Oct. 5.—A 
co-operative used car sale, partici- 
pated in by car dealers of Klamath 
Falls through the Automobile Deal- 
ers Association of that city, was 
productive of such satisfactory re- 
sults that another is contemplated 
in the next two months or so, ac- 


cording to Ed Ostendorf, Dodge 
dealer. 

About forty cars were sold, ac- 
cording to Mr. Ostendorf. Each 


dealer furnished a salesman for 


SYSTEMS 
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every twenty cars he displayed. 
Salesmen represented every car on 
the lot, the cars being priced on the 
windshield, with cash payment and 
monthly installments lettered on the 
sign. Commissions on sales were 
paid to dealers, who, in turn, paid 
the salesmen. 

Overhead was distributed on the 
basis of cars displayed, the total 
listed value of the cars being $32,- 
000, and the overhead, exclusive of 
commissions, was $360. This was 
1.15 per cent. of the value of the 
cars in the sale. Appraisals were 
handled on the basis of turn-about, 
each dealer making all trade-in ap- 
praisals on different days, and these 
appraisals being accepted by all 
dealers in the sale. 


AUBURN SHIPS 851 
CARS IN SEPTEMBER 


Auburn, Ind., Oct. 5.—Shipments 
of Auburn and Cord cars for Sep- 
tember totaled 851, or approximately 
double that of September, 1930, R. 
H. Faulkner, president of the Au- 
burn Automobile Company, an- 
nounced today. 

This brings the total number of 
cars shipped by Auburn for the first 
nine months of 1931 to 32,896. The 
company’s shipn.ents for the twelve 
months of 1930 were 13,693. 








WORLD’S LARGEST 


BUILDER OF STARTING, LIGHTING AND 


There are always reasons for the growth of an industry. 
There are two strong reasons for the tremendous growth 


of Auto-Lite over the twenty years of its existence: the 


and dependability, into Auto-Lite systems, and the nation-wide 
network of service stations conveniently located to give efficient 
service to the many millions of people driving Auto-Lite equipped cars, 
Twenty years of building such quality into electrical starting, lighting 
and ignition systems—of furnishing such service facilities—was bound 
to have results. Today Auto-Lite is the world’s largest builder of auto- 


motive electrical systems. The Electric Auto-Lite Co., Toledo, Ohio, 


L\uto-Lit 


Starting. lighting € lgnition 
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SWAYNE OUTLINES 
PLANS FOR GATHERING 
UNEMPLOYED FUND 


New York, Oct. 5.—Alfred H. 
Swayne, chairman of the board of 
the General Motors Acceptance 


Corporation, who has replaced W. 
L. Colt as chairman of the Auto- 
motive Industries Committee of the 
Emergency Unemployment Relief 
Committee's Division of Commerce 
and Industry, issued a statement 
today at headquarters of the com- 
mittee 29 Broadway, expla‘ning 
hew his division will operate in 
raising funds in Manhattan for the 
relief of acute distress resulting 
from unemployment in New York. 

The general campaign, according 
to present plans, will be divided into 
three divisions: Special gifts, com- 


merce and industry and women’s 
committee. The special gifts divi- 
sion will seek large contributions 


from persons who heretofore aided 
welfare enterprises in the city, and 
the women’s committee, headed by 
Mrs. August Belmont, will solicit 
entirely within their own groups. 
The commerce and industry di- 
vision, headed by Myron C. Taylor, 
will seek contributions from com- | 
mercial, financial and industrial or- 
ganizations within the city. Execu- 
tives of these organizations will be | 
acked by the committee to make in- 
dividual gifts. Corporations, through 
their boards of directors, will be 
asked for corporate gifts, and em- 
ployees will be given the oppor- | 
tunity to contribute small sums 
commensurate with their incomes. | 
That every branch of business | 
may be reached during the active 
campaign, the commerce and indus- 
try committee has been divided into ! 
approximately ninety major divi- | 
sions, each one of which is headed 








by a divisional chairman. He will 
actively direct the operations of his 
group which is representative of a | 
special branch of commercial, finan- 
cial or industrial endeavor. Assign- 
ments have been planned to avoid 
duplication of effort but at the 
same time to insure complete cover- 
age of the field. 


PEDLEY TO HANDLE 
PUBLIC UTILITY 
SALES FOR S. P, A. 


South Bend, Ind., Oct. 5.—W. S. 
Pedley will have charge of the pub- | 
lic utilities division of the S. P. A 
Truck Corporation, effective imme- | 
diately, according to an announce- 
ment today. He will handle both 
Studebaker and Pierce-Arrow trucks, 
with headquarters at 26th Street | 
and Michigan Avenue, Chicago. 

Mr, Pedley has had charge of 
public utility work for the Highway 
Trailer Company of Edgerton, Wis., 
for the past three years, and prior 
to that was general manager of the 
Southwest Telephone Company and 
engaged in specia] sales work for 
the Kellogg Switchboard and Sup- 
ply Company. 


GRAHAM SALES GAIN 
IN CHICAGO DISTRICT 








Chicago, Oct. 5.—Aided by sharp 
price reductions, Graham dealers in 
this territory scored an increase in 
September retail deliveries of 117 per 
cent. over August, it was made 
known today by George H. Bird,| 
president of the Bird-Sykes Com- 
pany, Chicago distributors. 

“We interpret the record made in 
September as an indication that 
buying power exists and will be ex- 
ercised when the public is convinced 
of unusual values,” commented Mr. 
Bird. The Cook county registration 
figures for September show that 
Graham cars climbed six places, 
from seventeenth to eleventh posi- 
tion, within a month, and were only 
seventy-two units behind the fourth 
place holder. 


BUDD CASTING PURCHASES 
UP IN AUGUST-SEPTEMBER 


|shows—he does it every year, because it is his belief that 





Philadelphia, Pa., Oct. —Pur- 
chases of castings and tool steels by 
the Edward G. Budd Manufacturing 
Company in August and September 
of this year were greater than in 
any corresponding months since 
1928, according to officials of the 
company. 
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MAJOR SPECIF ICATIONS AND MECHANICAL DETAILS — 
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| aoe 8-98 | 3916 | 127-136 | Lye | Dole _ |L 1813 x4% | 268 | *5.26 Te *Alum |5| Pur —j;Sch No 
ustin {$1130 | _% | Own | — L is 2.2x3 | 456; 51 | 78 | 13@3000 | Alum }2|— — | Ti No 

Buick 8-50 | 3170 ) 114 | Own | Bish-Bab |O |8 | 27x44 220.7 | 4.75 | 2645 | 77@3200 | Cr | AC a 

i sh-Ba | 27x44 | 220.7 | 4.7! 5|AC AC|Mar ACG 
Buick 8-60 | 3795 | 118 | Own Bish-Bab |O | 8| 34x45 | 272.6 4.63 | 30.02 | 90@3000 : CI | 5| AC AC! Mar AC 
Buick 8-80 | 4255 | 124 | Own Bish-Bab |O | 8 | 3;%x5 | 3448) 4.5 | 35.12 | 104@2800 | CI 15|AC AC!|Mar AO 
Buick 8-90 | 4340 | 132 Own Bish-Bab | O | 8! 3y%x5 344.8, 4.5 | 35.12 | 104@2800 { CI 15|AC AC Mar AG 
Cadillac V-8 | 4645 | 134. | Own | Yes | LV | 33%%x442 | 353 «5.35 | 3645 | 95@3000 CI |3|AC Gas |Own No 
Cadillac V-12 } 5480 | 140-143 | Own | Own {oO 12 1 3Y%x4 | 368 5.5 : 469 | 135@3400 ; CI {4) AC Gas Own No 
Cadillac V-16 | 6100| 148 | Own | Yes _ |O 16;3 x4 | 4520) 5.50! 57.5 | 165@3400 | Cl 15 | AC Gas iOwn No 
Chevrolet —_—=«|;~«2685 | 109 | Own | No |O 16 | 3%x3% | 1940) 5.00 263 | 50@2600 CI |3|/— AC Car AC 
Chrysler 6 | 2850 | *17574| Own Yes L | 6 3%x4% | 2178 | 5.35 | 25.35 | 8003400 “Alum | 4 | — AC | Sch Yes 
Chrysler 8 De L. | — | 187;% Own Yes {L | 8, 3%x4% | 282.1 | 5.20 | 33.80 | 100@3400 |*Alum |5| Yes Yes; Str Yes 
Chrysler Imp. 8 4725 | *211_ | Own | Yes iL 8 | 312x5 384.8 | 5.00 | 39.2 | 125@3200 |*Alum |9{ Yes AC | Str Yes 
Cord (Fr. Wh. D.) | 4620 [7 _:137%! Lye = }L_ 1 8 | 3%x4% | 2986 | 5.25 | 33.8 | 115@3300 "Alum |5| Pur AC Sch No 
|De Soto Six | 2695 | *169);, Own | Yes ('H | 6 | 3%x4% | 2053 | 5.35 2535 | 7203400 "Alum |14|— AC j|Ca Yes 
De Soto Eight | 3025 | *176%4| Own | Yes IL 18) | 2%@x4% | 220.7 , 5.40 | 26.45 | 77@3400 |*Alum 45 | — AC | Str Yes 
De Vaux 6-75 | 2810 | 113 | Hall | Dole [L161 3%x4 | 214.7; 541 | 2734 | 70@3400 | Alum |4|AC Ste | Ti AO 
Dodge Six 2820 | *176\3) Own | Yes {| L | 6) 3%x4% | 2115 | 531 | 2535 | 7403400 *Alum |4|No AC Car AC 
Dodge Eight | 3174 | *1803}| Own | Yes [L |8|3 x4%4 | 240.3) 5.40, 28.80; 84@3400 *Alum |5|Pur AC Str AC 
Durant 612 | 2820 | 112 | Con | Bish-Bab ;L | 6; 3%x4 | 199 | 532 254 | 71@3300 |*Alum | 4 | AC AC ;Str AC 
Durant 614 | 3010 | 112 | Con Bish-Bab | L |6/|3%x4 | 199 | 532: 254 | 71@3300 *Alum |4/!AC AC /|Str AC 
Durant 619 ~—_{ 2710 | 109 | Con | Bish-Bab /L |6 | 3%4x4 | 199 | 5.32) 254 | 71@3300 *Alum |4/| AC AC | Til AC 
Essex Super Six | 2750 | **113 | Own — (iL | 6 | 2%@x4%4 | 175.3 | 5.80 | 198 | 60@3300 Alum |3|— Ste Mar AC 
|Ford A | 2375 | 103%] Own | — |L | 4 | 3%x4% | 2005 | 422 1 2403 | 40@2200 : Alum | 3 | — -iZen = 
Fr'klin S 15 Trans. | 3930 | 125 | Own | Bish-Bab  |°O |6| 3%x4% | 274 | 530294 | 100@3100 "Alum |7|AC AC Str AC 
Fr'klin S 15 Trans. | 4130 | 132 | Own | Bish-Bab /|*O | 6 | 3%x4% | 274 | 5.30. 294 | 10093100 *Alum |7| AC AC |Str Ac 
Fr’klin S 15 De L | 4220 | 132. | Own | Bish-Bab  |"O | 6 | 3%x4% | 274 | 5.30) 294 | 100@3100 *Alum |7| AC AC! Str_ AC 
Graham Pros. 6 | 3100 | 113 | Own | Yes |L | 6 {| 3%x4% | 207 | 5.45 234 | 70@3200 “Alum |7|— AC | Sch Yes 
'Graham Std, 6 =| 3265 | 115 | Own | Yes |L | 6!3%x4% | 224 | 545 25.35 | 76@3400 "Alum |7/!— AC|DL_ yes 
|Graham Spl. 6 | 3330 | 115 | Own | Yes |L |6| 3%x4%2 | 224 | 5.45, 2535; 76@3400 *Alum |7|— AC} DL yes 
Graham Spl. 8 | 3560 | 120 | Own | Yes }L | 8) 3%x4 | 245 5.45 | 31.25 | 85@3400 *Alum |5|AC AC DL_ yes 
(Graham Cust. 8 4.00} —=_—:134_ | Own _| Yes |L | 8} 3%x4% | 298 | 5.20 | 33.80 | 100@3400 "Alum |5| AC AC|DI_ yes 
Hudson Greater 8 | 3115 | 119-126 | Own | —— (L121 2%x4%o | 233.7) 5.80 | 264 | 8703600 | Alum 151— Ste i Mar AC 
|Hupmobile Cen. 6 | 2985 | 114 | Own ais |L :6 | 3:4x4% | 211.6 | 5.10 | 2535 | 7093200 , Alum |4)| AC Ste ;Str Yes 
Hupmobile Cen. 8 | 3275 | 118 | Own | Pines 14. | 8 | 2% x45 | 240.2; 5.20 | 2645 | 90@3200 | Alum |5j| Pur Ste | Str Yes 
Hupmobile C | 3730 | 121 | Own | Pines ;L }2£43 x4% ; 2686 | 5.20 | 288 | 100@3200 | CI |5| Pur Ste |Str Yes 
Hupmobile H & U | ** | 125-137 | Own | Pines 12 | 8 | 3%x4% | 365.6 | 5.20 | 39.2 | 133@3400 | Alum |5| Pur Ste | Str _AM 
La Salle V-8 | 4635 | 134 | Own | Yes _ (LV | 8 | 3%x4hg 3637 “5.35 | 36.45 | 95@3000 | CI |3| AC Gas |Own — 
Lincoln — | 5300 | 145 | Own | Ful | L | 8) 3%x5 | 384 | 5.23 | 392 | 1202900 | Alum {5 | Pur Ste! Str___-Un 
Marmon 70 2823 112%; Own | Pines ;L | 8 | 2)8x4%4 | 211.2) 5.50 | 254 | 840@3400 | Alum |5j| AC AC , Str AC 
Marmon 88 | £75 | 130-136 | Own | Pines |L | 8 | 3%4x4% | 315.2 | 5.50 | 33.8 | 125@3400 | Alum |5|AC AC Str AC 
Marmon 16 5369 | 145 | Own | Pines |}O 16) 3%x4 | 4908 | 6.00 62.5 | 200@3400 | Alum |5| AC _ AC | Str AC 
| Nash 960 | 2800 | 114%; Own | Bish-Bab | L | 6 | 3%4x4%% | 2013 | 5.00 | 234 | 6503200 *Alum |7|AC AC |Car AC 
Nash 970 | 3000 | 116%; Own | Bish-Bab ({L | 8; 2%x4% | 227.2 5.00 | 264 | 78@3300 |*Alum |9|AC AC Str AC 
Nash 980 | 3360 | 121 | Own ; Bish-Bab [|O |8/|3 x4% | 240 | 5.25 | 288 | 94@3400 *Alum |9| AC AC Str AC 
Nash 990 | 4000 | 124-133 | Own | Bish-Bab |O | 8 | 3%4x4% | 2986 5.25 | 33.8 | 115@3600 Alum |}9|AC AC. Str AC 
Oaklang V-8 | 3260 | 117 | Own | Yes |H | 8{ 3y—ex3% | 2510) 5.00 | 378 | 85@3400 i. }3|— AC | Mar AC 
Oldsmobile | 2935 | 113%} Own | —— jL__| 6 | 3yex4% | 197.5 | 5.06 | 244 | 65@3350 | }4|;AC AC|Str_ AC 
Packard 901-902 4570 | 12914-13644; Own | Yes |}L | 8 3%x5 | 3200] 6.00 | 325 | 110@3200 chm ;}9| Yes Yes} Own AC 
Packard 903-904 | 5045 | 142%-147'4' Own | Yes |L |81!3%x5 | 3848) 6.00 | 39.2 | 135@3200 |*Alum |9/ Yes Yes!Own AC 
Peerless St. 8 | 3642 | 118 | Con | Bish-Bab |L | 8 | 2%x4% | 2460 | 5.00 | 2645 | 90@3200 |*Alum |5/| Pur AC;Sch AC 
Peerless Master 8 | 4521 | 125 | Con | Bish-Bab {L | 8 | 3%x4% | 322 5.00 | 36.45 | 115@3200 |*Alum |5| Pur AC /Sch AC 
Peerless De L. | 4521 | 125 | Con | Bish-Bab |L_ | 8 | 3%x4% | 322 | 5.00 | 36.45 | 115@3200 |*Alum |5| Pur AC; Sch AC 
Peerless Custom 8 4766 | ___138 | Con | Bish-Bab |L_ | 8 | 3%x4% | 322 5.00 | 36.45 | 120@3200 \*Alum |5| Pur AC! Sch AC 
Pierce-Arrow 43 | 4304 | 134-137 | Own | Yes |L | 8 | 334x434 | 366 | 5.07 | 39.2 | 125@3000 *Alum |9j|Han AC | Str Un 
Pierce-Arrow 41-42 | 4831 | 142-147 | Own | Yes |}L | 8 | 3%4x5 | 385 5.07 | 39.2 | 132@3000 ,*Alum |9|Han AC |Str_ Han 
Plymouth | 2710 | “170 | Own | — L | 4 | 3%x4% | 196.1 | 4.90 | 21.03 | 56@2800 |*Alum | 3 | AC |Car_ Yes 
Pontiac | 2845 | 112 | Own | Yes [L | 61 3vx3% | 200.0; 4.90263 | 60@3000 SSt_13|— AC |Mar AC 
Reo Royale 8-35 | 4650 | 135 | Own | Pines }L |8|3%x5 | 358 | 5.30 | 36.48 | 125@3300 | Alum |9|Han AC |Sch Own 
Reo Royale 8-31 | 4375 | 131 | Own | Pines |}L |8|3%x5 | 358 | 5.30 ; 36.48 | 125@3300 Alum | 9/| Han AG | Sch Own 
Reo 8-21 | 3610 | 121 | Own Yes {L |81/3 x43 | 2686 | 5.37 | 288 | 90@3300 |*Alum | 5; Han - Sch Un 
Reo 6-21 | 3525 | 121 | Own Yes |L |6|3%x5 | 2683) 5.30 | 27.3 | 85@3200 Alum |7/;Han -—/|Sch Un 
Reo Fly. Cloud 6-25 3950 | 125 | Own Yes [L | 6 | 3%x5 268.3 | 5.30 | 27.34 85@3200 | Alum |7|Han VS Sch Un 
Reo 8-25 4050 | = 125 | Own | Yes ss IL =| 8/3 x4% | 2686 | 5.37 | 288 | 90@3300 *Alum |5|Han VS/|Sch Un 
Studebaker Six ; 2920 | 114 | Own Dole |L | 6 {3%x4% | 205.3 | 520 | 25.4 | 170@3200 . CI |4| Pur Ste ; Str No 
Studebaker Dict. 8 | 3095 | 114 | Own Dole L | 8 | 3y5x334 | 221.0; 5.00 | 30.0 81@32% Alum |9| Pur Ste; Str AM 
Studebaker Com. 8 | 3520 | 124 | Own Dole iL ! 8j 3y'sx4% | 250.4 5.20 | 30.0 | 101@3200 | Alum |9/j{ Pur Ste | Str Un 
Studebak’r Pres 80 | 4250 | 130 | Own | Dole |}L | 8 | 3%4x4% | 337 5.10 | 39.2 | 122@3200 “Alum |9| Han Ste Str AM 
Studebak’r Pres, 90 |°4360 | _136 | Own | Dole 'L | 8] 3%x4% | 337 | 5.10 | 39.2 | 122@3200 *Alum |9| Han — Str AM 
Stutz LA | 4320 | 12714) Own | — TO | 6) 3%x4'%s ) 2415) 510) 273 | 85@3150 Alum |7| Wal AC, Zen Un 
Stutz MA | 4918 | 13445) Own | — 1|O | 8 | 3%x4% | 322 5.50 | 36.4 | 113@3300 "Alum | 9 | Wal AC} Zen AM 
Stutz MB | 4863 | 145 | Own O | 8| 3%x4% 322 5.50 | 36.4 11303300 ‘Alum |9! Wal AC Zen AM 
Stutz DV 32 _ 5240 | _ 134% Own Bish-Bab | Oo 8 3%X4 1 322 5.10 | 36.4 16173900 | Alum | 9 | Wal Ste . Sch AM 
Willys 6-97-98 D | * | 110-113; Own Var |L) 6) 3%4x3% | 193 | 5261253 | 65@3400 Cl 4|Flo ACT) #£«Ti 
Willys 8-80 D | 3131 | 121 | Own Var |L |8| 3%x4 245.4, 5.26 | 31.25 ; 80@3200 CI 5| Flo AC | Til Til 
| Willys-Knt. 66-D | 3400 |} 121 Own Var |K | 6 4 336x4% | 255 5.26 | 27.3 87@3200 *Alum | 7 | Ski Ti) ! Til Til 
| Willys-Knight 95 | 3122 | 113 Own Pines |K 16 | 2$8x43, 1177.9 5.55 | 20.7 60@3400 ‘*Alum | 7! * AC Til AC 
mit of self-expression, is just as apparent as ever at the 








Paris Salon.” 

Roberts claims that American practice has adopted such 
European modes as high, long hoods; drop frames, high 
waist lines, drop sills, full-crown fenders and parabolic head- 
lamps. Custom models at the New York Salon this fall 
will reflect even more pronouncedly the best foreign trends, 
interpreted, of course, in the Ameri ican manner, he says. 


SPARKS from JDETROIT 


(Continued from Page 2) 








Pierce- 


the American Salon exhibits of Lincoln, Stutz, 


Arrow, Marmon Sixteen and Chrysler Imperial chassis. 
It’s nothing new for Robexts to take in the sie tha | 





| extensive property, which has both 


LOCOMOBILE AUCTION | rail and water connections. 
POSTPONED TO DEC. ! 
NES WINTERFRONT FINDS 


American designers and students of designing profit by 


such visits. Bridgeport, Conn., Oct. 5.—Auction | PI 


sale of the former plant 2 the Loco- 


NEW LINES IN DEMAND 
mobile Company of America here | _ 


: Chicago, Oct. 5.—Numerous re- 
has been postponed until December |orders on products recently intro- 
1. Lacey R. Blackman, auctioneer, 


;duced by the Pines Winterfront 
stated that an extension of sixty | | Company have been received in the 
days had been granted by the/|last several days, it was announced 
Superior Court. The court will now | today by Charles F. Pipenhagen, 
be asked to modify the sale decree | chairman of the board. 


ok +. * 

REIGN show cars are of no better quality than ours 
in design or otherwise,” said Roberts before he left 
Detroit. “But I find that the foreign cars are all so glori- 
ously different, one from the other, each very definitely 

striving for an emphatically individual and original effect; 
each, so it seems, a distinct and powerful personality.|so that the plant may be sold in| These orders have been for the 
sections, as there are understood to | battery-filling unit and the turning- 


Although we hear talk to the contrary, the European antip- "a saeelieets ue Meats ainaae tine Eee nyt ca 
‘ . b é - ign. ste 
athy toward articles of mass production, which does not on ee ee ae ae 





terested in securing parts of the} from. the Eastern states, he .said. 
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OF PRESENT AMERICAN PASSENGER CAR MODELS 
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Auburn 8-98 | Chain _Del-R |*Del-R__Long| D | 3| LGS-F-SM_|U Col % | *445 | SD Ross | S 56% | Own | Bijur_| 17x5 50 
Austin | Gear _ Aut-L |*Aut- L __ Rock WG| 3} — - __|s | Sal %| 5.25 !1M Say-B | Cant !Own | Al-Z a ~18x3 75° 
Buick 8-50 ) Tex Del-R | Del-R Own| M | 3) SM __ O Own % | 454] Bendix Sag| S 541% Tryon | Al-Z | 18x5.25° 
Buick 8-60 | Tex Del-R | Del-R Own| O | 3! SM |\O Own’ | 445 |M Sagi S 55% |'Own | Alem’ | 19x5.50 
Buick 8-80 | Tex Del-R | Del-R Own/|O | 3} SM |O Own % | 427) M Sag! S 58% Own | Al-Z_ | 19x6.50 
Buick 8-90 | Tex Del-R | Del-R Own | O | 3} SM |O Own “ | 427|M Sag! S 58% ' Own ~| Al-Z_ | 19x6.50 
Cadillac V-8 | Morse Del-R | Del-R Own] O | 3) SM (Si Own % | 4.75 | Own-M  Sag| S58 Own | Al-Z | 19x6.50 
Cadillac V-12 | Morse Del-R | Del-R Own! O | 3} SM IS, Own % | | Own-M Sag | S 58 Own | Alem’ | 19x7.00 
Cadillac V-16 | Morse Del-R | Del-R Own! O | 3| SM |S | Own % | 4.39 | Own Sag! S 60 Own | Alem_ | 19x7.00 
Chevrolet | Var Del-R |*Del-R__Own| O | 3; —_ |O; Own | 410'M Sag S54 | ——__ | Alem_| 19x475 
Chrysler 6 | Morse Del-R Del-R_ Borg! O | 3| BW-F |U' Owns | 460} H War | S 53% | Tryon | Al-Z~ | 19x5.25 
Chrysler 8 De L. | Morse Del-R | Del-R_ Borg! O | 4| BW-F |—; Own % | 430/H | S 54% | — | Al-Z | 17x6.50 
Chrysler Imperial 8 | Morse Del-R_ Del-R_ Borg! O | 4) BW-F | Own % | 3.82 /H Ross | S 57% | —— _ | Al-Z_ {| 18x7.00 
Cord (Fr. Wh. Dr.) | Link Del-R |*Del-R Long | D | 3 D | 3! — '*{Col F | 480/H Gem | S 62 Own | Bijur | 18x7.00 
De Soto Six | Var Del-R ‘| Del-R Borg | O | 3} BW-F |—| Own % | 433] H Own | S 53% |— | Al-Z | 19x5.00 
De Soto Eight | Var Del-R ‘| Del-R Berg | O | 3} BW-F |—! Own % | 460;H Own | S 54% | Rub B| Al-Z_ | 19x52 25° 
De Vaux 6-75 | Morse Aut-L |*Aut-L Borg |N|3| NP-F |SiNP % | 4401SD NP | S 54% Tryon | Al-Z | 19x5 00 
Dodge Six | Morse Del-R | Del-R  Borg| O | 3) BW-F |S} Own’ | 460/H War| S85. 55% “Tryon | Al-Z~ | 19x5.00 
Dodge Eight | Morse Del-R | Del-R_ Borg! O | 3} Bw- _ iS | Own% !| 460;H War I S 5454 | Rub B | Al-Z | 18x5.50_ 
Durant 612 =| Morse Aut-L ;|*Aut-L Borg; W{| 3 —_ ~ |S Own% | 440,SD £Own, S55, Tryon | Al-Z | 19x5.00 
Durant 614 | Morse Aut-L *Aut- -L Borg! W| 3} — iS Own 1% 440 |SD Own | S 55 Tryon | Al-Z_ | 19x5.00 
Durant 619 ~* | Morse Aut-L |*Aut-L Borg| W| 3] — |S | Own % ' 3909'S D Own | S 54. , Tryon | Al-Z_ | 19x4.75 
Essex Super Six | Morse Aut-L |*Aut-L Own] O | 3) BW-F |S Own %| 540] Bendix Gem | S 54% Own | Alem | 19x5.00 
Ford A | Var Own "Own  Own| 0 / 3/ ——_—————s || S' Own % | 3.78 1M Gem | STr39., Own | Al-Z | 19x4.75 
Franklin S 15 Trans.; Chain Del-R |*Del-R_ Br-L| * |—| —— | M: Own % | 74.54 | H Gem | El 42 | None j Al-Z_ | 19x6.50 
Franklin S 15 Trans.| Chain Del-R |*Del-R Br-L| * |—| — | M Own 7 | 14.54 | H Gem | El 42 | None | Al-Z_ | 19x6.50 
Franklin § 15 De L | Chain Del-R |*Del-R' Br-L |WQ} 3} —— {S 1 Own 34 | 14.73 | H Gem | El 42 J None | Al-Z_ | 19x6.50 
Graham Pros. 6 | Link Del-R |*Del- Long| —| 3| BW-F |—| ——-_—s=~||:«445/H Ross | S54 | ERS | Al-Z | 19x5.00 
Graham Std. 6 | Link Del-R |*Del-R Long! —! 3| BW-F -—|— | 430|H Ross | S 54 | ERS | Al-Z | 5.50x18 
Graham Spl. 6 | Link Del-R |*Del-R Long!| —/ 4! BW-F |—-!| —- | 409 | H Ross | S 54 {ERS | Al-Z_ | 6.00x17 
Graham Spl. 8 | Link Del-R |*Del-R_ Long| —! 4) BW-F |—| —— | 409 | H Ross | S 54 | ERS | Al-Z_ | 6.00x17 
Graham Cust. & | Link Del-R |*Del-R_ Long| —| 4) BW-F |}—!| —— | 409 | H Ross! S56 | ERS | Al-Z_ | 6.50x18 
Hudson Greater 8 | Morse  Aut-L |*Aut-L_ Own| 0/3) BW-F —{S | Own! | 4.64 Bendix Gem S 54% | Own | Alem | 18x5.50 
Hupmobile Cen 6 | Chain Aut-L |*Aut-L Borg |WG| 3) BW-F iM Sal %| 470;SD Ross; S53 | Tryon | Al-Z | 19%5.50 
Hupmobile Cen 8 | Morse Aut-L |*Aut-L Borg |WG/ 3} BW-F |U; Sal | 4551S D Ross | S 52% | Rub B| Al-Z_ {| 19x5.50 
Hupmobile C | Morse Aut-L j*Aut-L Long |\WG! 3} BW-F {U!; Own’ | 455 SD Ross | S54 |! Own | Alem_ | 19x6.00 
Hupmobile H and U}| Morse Aut-L *Aut- L_ Long |WG| 3| BW-F {Ui Own | 407; SD Ross | S 57 Own | Alem | 19x6.50 
La Salle V-8 | Morse Del-R | Del-R. Own); O | 3) SM (S| Own’% | 4.75 | Own-M Sag | S 58 Own | Alem | 19x6 50 
Lincoln 1 — Aut-L |*Aut-L Long|O|3\ BW-F (S| Tim F | 458) Bendix Own/ S62 ‘Own | Alem_ | 7.00x19 
Marmon 70 | Diam Del-R |*Del-R Rock |WG| 3| BW-F (S Sal %j| 470 | Bendix Ross; S 54% | Tryon | Al-Z_ | 29x5.50 
Marmon 88 | Diam Del-R *Del-R Rus! D | 3! BW-F S ;Sal %| 4.45 | Bendix Ross | S 60 | Rub B| Al-Z_ | 19x6.50 
Marmon 16 | Diam Del-R Del-R Rus{M | 3} BW-F S'8Sal %| 3.78 | Bendix Ross| $60 |RubB/| Al-Z | 18x7.00 
Nash 960 | Cel Aut-L |*Aut-L Borg’ O | 3) SM-DG-F |—j Own% | 1.725 | Ross | S 50% |—— | Alem | 19x5.00 
Nash 970 | Diam Aut- -L|*Aut- L Borg O| 3! SM-DG-F |—} Own’ | 473 | M Ross ' S 50% | —— Alem | 19x5.25 
Nash 980 | Diam *Aut-L |*Aut-L Borg O | 3} SM-DG-F || Own’, | 446 |M Gem | S 55 |{—_ | Bijur | 18x6.00 
Nash 990 | Diam ‘*Aut-L /*Aut-L Borg O |! 3! SM-DG-F |—! Own’ | 450 |M Gem | S 57% | —— _ | Bijur | 19x6.50 
Oakland V-8 | Morse Del-R |] Del-R Own |M | 3| SM (M Own’ | 3.90|M Sag | S 54% | Inlox | Al-Z | 28x5.50 
Oldsmobile | Chain Del-R | Del-R Borg |M | 3| SM |}U Own % | 4.54 | Bendix Sag, S 54% | Tryon | Alem | 28x5.25 
Packard 901-902 ' Morse NE. Dyn Long | O | 4/ SM |M; Own 12 | 4.66 | M Own | S 60% Own | Bijur | 6.50x19 
Packard 903-904 Morse N E| Dyn Long | O | 4! SM |M! Own % | 466 !|M Own! S 60% | Own | Bijur | 7.00x19 
Peerless St. 8 Morse Aut-L |*Aut-L Rock WG! 3 |S | Sal %j| 4.70 | Bendix Ross | S 56;% | Rub B| Alem | 29x5.50 
Peerless Master 8 Morse Aut-L |*Aut-L Rock |WG/ 3} BW-F |S , Sal 3% | 4.45 | Bendix Ross | S 60 | Rub B| Alem | 31x6.00 
Peerless De L. | Morse Aut-L |*Aut-L Rock |WG| 3| BW-F |S Sal % | 4.45 | Bendix Ross| S60 | Rub B| Alem_ | 31x6.00 
Peerless Custom 8 | Morse Aut-L |*Aut-L Rock |WG| 3} BW-F |S | Sal %| 445! Bendix Ross! S60 | RubB! Alem | 31x6.50 
Pierce-Arrow 43 | Gear Del-R | Del-R Long}| O | 3} BW-F |S ' Own % | 4.08 | Bendix Ross! S 60 | Faf | Al-Z | 19x6.50 
Pierce-Arrow 41-42 | Chain Del-R | Del-R_ Long/ O | 3| BW-F |S , Own ¥% | * | Bendix Ross! S61 | Faf | Al-Z =| 18x7.00 
Plymouth | Var Del-R ‘| Del-R Borg | O| 3| BW-F |O| Own % | 433 | H War | S 53% | Tryon | Al-Z | 19x4.75 
Pontiac | Morse Del-R | Del-R Own! O | 3} —— (M| Own % | 455 /M Sag! S54 | Inlox | Al-Z t 29x5.00° 
Reo Royale 8-35. | Morse. Del-R | Del-R Long | O | 3; SM ;U; Own % | 407 | H Ross | S 57'2 | Own | Far | 6.50x18 
Reo Royale 8-31 | Morse Del-R | Del-R Long! O | 3} SM {U' Own ’% | 407|1H Ross | S 57% | Own | Al-Z | 6.50x18 
Reo 8-21 | Link Del-R |} Del-R Long{| O | 3} SM {U| Own % 442 |H Ross | S 55% | Tryon | Al-Z_ | 17x6.00 
Reo 6-21 | Morse Del-R | Del-R_ Long| O | 3! SM !{U| Own % | 407 | H Ross S$ 55% | Tryon Al-Z 17x6.00 
Reo Fly. Cloud 6-25 | Morse Del-R |*Del-R Long! O | 3! SM }U; Own’s | 1421H Ross | S 55% | Own Al-Z 17x6.50 
Reo 8-25 | Link Del-R |*Del-R_ Long | O | 3} SM _|U} Own ' | 442 | H Ross |_ S 55% one | Al-Z | 17x6.50 
Studebaker Six | Chain Del-R |*Del-R_ Long. “O | 3) BW- _ S Own % 4.73 | Bendix Ross | S 54 Tryon on Alem j 19x5.25 
Studebaker Dict. 8 | Var G Del-R Del. R_ Long! O| 3} BW-F iS Own '% | 4.73 | Bendix Ross | S 54 Tryon | Alem | 19x5.25 
Studebaker Com. 8 | Var G_ Del-R |*Del-R_ Long} O | 3} BW-F {S Own | 473 | Bendix Ross| S56 '! Faf | Al-Z =| 19x6.00 
Studebaker Pres. 80 | Var G  Del-R | Del-R_ Lone| O | 3| BW-F S ,Own% | 431 Bendix Ross| S 60 Faf | Al-Z = | 19x6.50 
Studebaker Pres. 90 | Var G_ Del-R | Del-R_ Long! O | 3| BW-F |S | Own % | 431 | Bendix Ross! S60 | Faf | Al-2 | 19x6.50 
Stutz LA —_ Del-R | Del-R Borg| D | 4, —— | |U; Sal %| 475 |H Gem | S 60 Own | Bijur | 19x6.00 
Stutz MA {| —. Del-R | Del-R_ Long] D | 4; —— |M Tim %| 4.75 | H Gem | S 62% | Own | Bijur | 20x6.50 
Stutz MB |— Del-R | Del-R_ Lonz} D | 4; —— |M' Tim % | 4.75 | H Gem | S 62% ‘Own | Bijur | 20x7.00 
Stutz DV .2 — Del-R | Del-R Long| D | 4 —— M Tim %!| 475!H Gem; S 62% , Own | Bijur__| 18x7.00 
Willys 6-97-98 D | Chain Aut-L |*Aut-L Borg; O| 3) BW-F |S‘ Own's | 460 | Bendix Own | *S 49% | Tryon | Alem | 19x5.00 
Willys 8-80 D | Chain Aut-L |*Aut-L Borg| O | 3) BW-F (S| Owns | 440| Bendix Ross| S 56 | Tryon | Alem | 18x5.50 
Willys-Knight 66 D | Chain Aut-L |*Aut-L Rock; O | 3} BW-F iS | Own % | 4.18 | Bendix Ross | S 56 | Tryon | Alem | 18x6.00 
Willys-Knight 95 | Chain Aut-L | Aut-L Borg; O| 3) BW-F |[S | Own % 488 | Bendix Gem | & al | Tryon | Alem ! 19x5.00 
EVIATIONS Gascolator:; Ste. Stewart-Warner; Til Transmission Type—DG, Detroit Gear & | 66 ” 
w or — 4 3 passenees Tillotson; V-S, Van Sicklen Machine Co.; LGS, The LGS Corp.; F, “SID” COOPER Ln hay 
Jeight—$Austin standar 2p - € sh: 
coupe **Hupmobile mode) H weighs Carburetor—Sch, Wheeler Schebler; Zen aoe ae eee Ps ( 2 ) 7 ; K S 
4,095 pounds, and mode} U 4.360 pounds. Zenith: Mar, Marvel; Car. Carter: Str, ao . ; | 
“Studebaker. 7 pass sedan. °Willys 6-07D Gisomberg: BE Detroit Lubricator: Til. ecttinibisidh Detroit Universal Products; | New York, Oct. 5—William L. 
weighs 2.670 and the 98 D weighs 2,706 Tillotson S, Spicer Mig. Corp.; O, Own; M, Me- Colt, president and general man- 
pounds Air Cleaner—AC, AC Spark Plug Com- — chanics Universal Joint Company. ager Of Dodge Motors New York, 
Wheel Base—*Over al) length of chassis pany; AM, Air Maze: Han. Handy: Un Rear Axle—Col, Columbia; Sai, Salisbury;| Inc., has announced the appoint- 
instead of wheel base, which manufac- United: Til, Tillotson Tim Timken; N.P.. New Process Gear| ment of M. S. “Sid” Cooper as 
turers refuse to give. **Essex, seven- ° : Corp.; Ye-Semi-floating: %-% floating: | sales manager of the Truck Divi- 
passenger sedan available on 119-inch —_ os pga etl Link Belt; Tex, ae ancien ie a of rg a Dodge aon 
wheel base aA ae wae a ae eee Ratio—Optional on the Auburn. *On Pierce tion. Mr. Cooper, brings the Dodge 
Engine Make—Con. Continental; Lyc. Ly- oan aaa le Cale Vas-G. Arrow 43, 137 in W. B. rear axle ratio organization a broad and varied 


coming. Hall, De Vaux-Hal] Motors Corp. 
Thermostat—Bish-Bab Bishop & Babcock; 
Dole, Dole Valve Co,. Chicago. I).; Ful 
Fulton Co.; Pines, Pines Winterfront; 


Var, various makes. 
Valve Arrangement—L, L head: A. hori- 
zontal; O, overhead; K,. sleeve valve; 


LV, V-type L head. 
*Air cooled tThermo syphon water cir- 
culation 

Compression Ratio—*QOptiona) on the Au- 
burn 

Piston Material—*Aium. aluminum with 
invar struts; Alum. aluminum alloy: CI, 
cast iron; S St. semi-steel. 


Oil Purifier—Pur Purmator: Wai Wail; 
Han, Handy: AC, AC Spark Plug €om- 
pany; Ste, Stewart-Warner; Ski, Skin- 


ner; Flo, Floato. 
posing both Floato & Skinner. 
leaner—AC, AC Spark Plug Co.: Gas 


various makes of gears. 


and Starter—Aut-L, 
Auto-Lite; Del-R, Delco-Remy; Dyn, 
Owen-Dyneto Corp.; N E, North East. 
*Nash,—Indicates twin ignition. 
*Bendix starter used. 


Cluteh—Borg, Borg & Beck: Br-L. Brown- 
Lipe; Rock, Rockford Machine: Long, 
Long Clutch Company: Rus. Russel) 
Mfg. Co. 

Transmission Make-—-D, Detroit Gear: WG, 
Warner Gear Company: M. Muncie Gear 
Company; O, Own; N, New Process Gear 
Corp.; W, Warner Corp 
*Franklin Transcontinent models are 


equipped with both Warner and Detroit 
; or 4 speed gear sets, secerding to body 
ype. 


Ignition, Generator 


is 4.42. On mode) 41 rear axle ratio is 
4.42. On mode) 42 ratio is 4.23. 
tThe axle ratio varies with body 
on Franklin models. 
Brakes—H, hydraulic; mM, mechanical; SD, 
steeldraulic; Bendix. Bendix Brake Corp 
Steering Gear—Gem, Gemmer: Ross. Ross 


types 


Gear and Too] Company: Sag. Saginaw: | 


Say-B Saylor-Beail Manufacturing Com- 


pany; War, Warner: N.P.. New Process 
Gear Corp. 

Rear \ Springs—S. semi-elliptic; E), ful) 
elliptic; Cant, semi-cantilever; S-Tr, 


semi-transverse. *Rear spring length on 
Willys, 6-98D is 51 in. 

Spring Shackles—Tryon. Willys-Morrow 
Company: Rub B. Rubber Shock Insu- 
lator Company; Faf, Fafnir Bearing 
Company; ERS, Eaton Rubber Bush- 
ings; Inlox—Inland Mfg. Co. 

Chassis Lubrieater—Alem, Alemite; Al-2, 
Alemite Zerk; Bijur. Bijur Lubricating 
Corp.: Far, Farval. 


| 


experience in the merchandising of 
motor trucks. 

Following the World War, the 
conclusion of which found him a 
Major in the Motor Transport 
Corps, Mr. Cooper returned to the 
Willys-Overland Company as vice- 
president of the Keystone Truck 
Company, a division of that or- 
ganization. For the past several 
years Mr. Cooper has been manager 
of Manhattan sales for the White 
Company. 
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Experience 


Continental Motors 


Corporation has for 
thirty years contrib- 
uted to the progress 
of modern engineer- 
ing in many of its 
fields. In transporta- 
tion—in construction 
—in agriculture —in 
industry —and now 
in the air—the ex- 
perience of Contin- 
ental is playing an 
important part in 
gasoline power de- 


velopment. 


CONTINENTAL MOTORS 
CORPORATION 


Offices: Detroit, Michigan, U. S. A, 
Factories: Detroit and Muskegon 





[ontinental 
Fngines 





CLASSIFIED ADVERTISEMENTS 


IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 

















Morse Muffler B y-Pass Valve 














The device is made of 2'4-inch, 18- 
gauge steel tubing with a durable 
valve built in and shaped at the end 


The Morse Manufacturing Com- 
pany, Syracuse, N. Y., has just 
placed - the market what it terms | 
Motorea., a muffler by-pass valve} to permit it to be welded to the ex- 
wth instrement board control. One | haust pipe. The list price of the 
size fits any make or mode! of car. | Motor oar is $2.50. 








Standard | Markings for 
Oxweld Welding Rods 









































The Linde Air Products Company, | 


of markings on all Oxweld welding 
rods. With three exceptions, all 
rods _ one- -eighth inch in diameter 


30 East 42d St., New York, N. Y., has 
announced a new standardized set 


et | 






























The Popular 


BREAK-NOT 


Now Greatly Improved 


You've used it before in your service station 
You’ ve sold it to car owners. Now you'll like the 
new “Thermo Break-Not” better than ever and you'll 
now sell a lot more of them to your customers for 
it combines all of the popular features of the well 
known Break-Not Hydrometer with the latest im- 
provements in the scientific testing of storage bat- 
teries and is the greatest value ever produced in 
a storage battery tester for 


Here Are the New Features 


The “Thermo Break-Not” is equipped with 
an individual, quick- acting thermometer and its own, 
direct-reading correction scale which corrects for 
the error that exists in the specific gravity of the 
battery acid caused by change in temperature. These 
two, important features enable the operator to make 
tests with speed and scientific accuracy. 

The thermometer registers the temperature of 
the battery acid, the correction scale tells, at a 
glance, exactly what to add to or subtract from the 
float reading to get the exact specific gravity of 
the acid at the temperature at which it is tested, 


new 


You need the “Thermo 
Break-Not” for your service OO 
Station; you need it to sell to ® 


Car owners, 


Order from your $ 
jobber today If he can't sup- “oe aoe 
ply you write Ro ki 
ckies. 





E. EDELMANN & Co. 
2352 Logan Boulevard 
Chicago, 


U. S. A. 
ee 









With Dashboard Control 
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and larger are stamped with the} 
name “Oxweld,” as well as the num- | 
ber and type of rod. On the smaller | 
sizes of welding rod where it is not | 
possible to stamp the name, the | 


boxes in which the rod is shipped | 


are plainly marked “Oxweld,” with | 
| the number and type. 

Oxweld No. 1 high test patented | 
steel rod, marked “Oxweld No. 1] 


H. T. Patented,” is for use wherever | 
welds of uniform high strength are 
required in steel plate, sheets, struc- 





is for use when welding high carbon | 


steel. For cold rolled shafting, or 


nickel or chrome steel, Oxweld No. | 


3 nickel steel rod, marked “Oxweld 
No. 3 Steel,” is the proper welding 
rod. For manganese steel welding 
there is the Oxweld No. 4, manga- 


nese steel rod. The ends of each rod | 
are painted green for identification. | 


Copper-coated Oxweld No. 7 


drawn iron rods, for 


etc., are marked “Oxweld No. 7.” 


Oxweld No. 9 cast iron alloy rods, | 
welding | 
gray iron castings, are marked “Ox- | 


which are for use when 
weld C., I.” 

There are nine different non- 
ferrous welding rods. For high 
strength welds in copper, brass or 
bronze, or for bronze-welding malle- 
able iron, steel or cast iron, there 
are the non-fuming Oxweld No. 21 
H. S. (high strength) patented 
bronze rods, which are marked “Ox- 
weld No. 21 H. S. Bronze, Patented.” 

For bronze-welding cast iron and 
for welding brass, bronze, etc., there 
are also the Oxweld No. 10 bronze 


tural shapes, pipes, steel castings, | 
etc. | 

Oxweld No. 2 high carbon steel | 
rod, marked “Oxweld No, 2 Steel,”} 


welding steel) 
plate, sheet, structural shapes, pipe. | 


———— See eee 
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Single Dayton Light Steel 
Wheels to Replace Duals 





NEW DAYTON Single Light Steel Wheel and Tire 





rods, which are marked “Oxweld 
No. 10 Bronze”; and Oxweld No. 11 
drawn manganese bronze _ rod, 
stamped “Oxweld Manganese 
Bronze.” Oxweld No. 13 drawn brass 
rods, used on sheet or cast brass, 
are all stamped “Oxweld Brass.” 
For rail bonding and metal furni- 
ture manufacture there is the Ox- 
weld No. 19 cupro rod, which is 
marked “Oxweld Cupro.” 

There are three different types of 
aluminum welding rods. For sheet 
aluminum work there is the Oxweld 
No. 14 drawn aluminum rod. These 
are not marked. The box, however, 
is stamped “Oxweld For alumi- 
num castings there is the Oxweld 
No. 15 Lynite aluminum rod, marked 
“Oxweld Lynite.” And for cast and 
sheet aluminum and aluminum al- 
loys there is the Oxweld No. 23 
aluminum rod, which is labeled 
“Oxweld No. 23 Aluminum.” 


A NEW STYLE IN 
RADIATOR SHUTTERS 


ae 


Auto Specialty Com- 
is offering a 
new shutter with chromium plated 





, 


The 
pany, 


Allen 
New York city, 


fans, alternating with black fans. 
The effect as indicated in this pic- 
ture is extremely striking. 


DUNLOP TIRE RESUMES | 
6-DAY OUTPUT SCHEDULE | 


Buffalo, N. Y., Oct. 5. Increased | 
volume of automobile tire sales has | 
resulted in resumption of a six-day 
production schedule at the plant of 
the Dunlop Tire and Rubber Cor- 
poration in Sheridan Drive here. 
The plant heretofore has been oper- 
ating on a four-day schedule. 





Late model Ford and Chevrolet it is stated, actually increases the 
trucks can be changed over in a/ carrying capacity of the truck 3,500 
few minutes to the new single Day- | pounds or more per tire. 
ton light steel wheel, which is being, Changeover can be made in a few 
placed on the market. | minutes. The new single Dayton 

The new single wheel takes the| light wheel is 18 inches in diame- 
place of the dual wheel equipment, |ter—demountable at the hub and 
and a Firestone DTI rim on a Good-/} with demountable rim. 
year K-28 rim may be used to carry | To make the change-over from 





the single 9.00-18 (36x9.00) size | uther dual equipment to the Dayton 
giant balloon tire. light single wheel, only two Dayton 
The Dayton light wheel with |light wheels, two rims and two 9.00- 


size balloon tires are needed. It is 
not necessary to change the present 
front wheels. There is nothing to 
buy in addition to wheels, rims and 
tires. No extra wheel is necessary. 
Simply remove present dual and 
install Dayton single light wheel, 
using same cap nuts. Lugs and 
bolts are standard, obtainable every- 
where. The new Dayton light steel 
where. The new Dayton single light 
steel] wheel is manufactured by the 
Dayton Steel Foundry Company of 
Dayton, O. 


single tire is claimed to be consid- 
erably lighter than the present Ford 
and Chevrolet dual wheel with two 
tires. The single rear tire tracks 
with the front tire—another advan- 
tage over the dual in the case of 
rutted roads or high crowned roads. | 
Less over-all width allows truck to 
enter narrow driveways and alleys 
without scuffing tires. 

There is less weight with the 
single wheel which lowers fuel costs 
and increases gas mileage. The 
single wheel with its 9.00 size balloon, 


| 
ges 


PERFORMANCE 


SL Batteries by a 








A recent test of two US 
leading manufacturer showed mileages 
of 54,240 and 52,885, respectively, with- 
out battery trouble. These figures serve 
as impressive indications of the dependa- 
bility of USL Batteries. The favorable 
impressions of millions of motorists 
driving USL-equipped cars are reflected 
in the steadily increasing replacement 
sales of USL Batteries. 


USL BATTERY CORPORATION 
Niagara Falls, New York 


Other USL factories at Oakland, 
Toronto, Canada; Syd- 
Manchester, England; 


California; 
ey, Australia; 


Paris, France. 


BATTERIES 


Long Life—Dependable Power 





























Equipment - “2 = Developmen 





BESCO X-RAYOSCOPE | 
SHOWS CUSTOMER'S | 
BATTERY CONDITION 





X-Rayoscope 


The Besco battery 
is a smal] unit easily caried about 
by hand. To use it the person ex- 
amining the battery peers into a 
visor, and finds himself looking at 


three glass stars. These stars test 
each cell separately and show a 
bright green star for good battery, 
a mixture of green and red for fair 
battery and a red star for dead bat- 
tery. The Rayoscope revenue polar- 
ity, one or more defective cells, worn 
out battery or other trouble so that 
any car owner can understand in- 
stantly just what is wrong with his 
unit. 


§. A. E. T0 HOLD 
DETROIT SESSION 
OCTOBER 7 AND 8 


(Cenitinued from Page 1) 


for the development of and the re- 
sults obtained from systematic plan- 
ning of materials. 

C. P. Stiffler, Oakland Motor Car 
Company. 

Cleaning and Preparation of Metal 
Surfaces—Failures of enamels and 
methods of correcting them—clean- 
ing and rust-preventing materials | 
combined with the primer. | 

F. P. Spruance, American Chemi- 
cal Paint Company. 

THURSDAY, OCTOBER 8& 

10 A. M.—Morning Session, Crys- | 
tal Room. 

Hot Coining—Scmi-hot and cold} 
coining methods and equipment— 
finish and semi-finish coining to| 
eliminate machining. | 

J. H. Friedman, Nationa! 
chinery Company. 

Economic Advantages of Perma- 
nent Molding—Economic advantages 
of making gray iron castings by| 
permanent-mold process—movie of | 
twelve-head machine producing | 
castings. 

J. L. Dostal, Holley Permanent | 
Molding Machine, Inc. 

2 P. M.—Afternoon Session—Plant | 
Visit. | 

The Detroit Section has arranged | 
a visit to the Holley Carburetor 
Company’s plant, a feature of which 
is their permanent molding opera | 
tions 

6.30 P. M.—National Production | 
Dinner—Grand Ballroom. 

Toastmaster, A. K. Brumbaugh, 
vice-president, S. A. E. Production 
Activity. 

Speaker, Louis Ruthenberg, presi- 
dent, Copeland Products, Inc., who 
will speak on the subject of “Con- 
stants and Variables in Production 
and Production Men.” 

Demonstration, ‘Electrons at Work 
and Play,” Phillips Thomas, West- 
inghouse Electric and Manufactur- 
ing Company. __..,..... 





We 
via | 





Tenfold Utility Kar-Kit 


Has Variety of Uses: 


The Tenfold utility kar-kit is be- 


| ing produced by the Kar-Kit Sales 


Company, Pittsburgh, Pa., and is 
designed for attachment inside the 
car, preferably over the windshield. 

The kit contains special compart- 
ments for carrying two spare head- 
light bulbs, one spare tail light bulb, 
One extra car fuse, one smal] schew 
driver for adjusting and repairing 
headlights, etc., operator's license, 


owner's certific-te or card, liability 


HUPP 


MOTOR CAR 
CORPORATION 


DETROIT 


; 


‘AUTOMOTIVE DAILY NeW: _TUES 





insurance card and A. A. A. card. 
It also embodies a 


holder. 











MICHIGAN 


a 





flexible 


will 


LATHE 


With the invention of a machine 
for truing brake drums, the Pedrick 
Tool and Machine Co.-of this city, 
Howard A. _Pedrick, president and | pany, Hastings, Mich., 






hat 
The hat is held firmly up 
against the roof by coiled springs 
}and the holder 
|either straw or felt headgears. 


PEDRICK MACHINE 
BRAKE TRUING 


take care of 
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designer, expects to step-up opera- 
tions in the near future. 


device is simplified, moderately 
priced and can be operated without 
extensive special training. A small 
number of experimental machines | 
have been constructed and orders 
for more are being received. To 
operate the device, the drum, or tire 
need not be removed from the 
wheel. 


HASTINGS DOUBLE-CHECK 


OIL RINGS ANNOUNCED | 


The Hastings Manufacturing Com- 
has Just | an- 


The new 





= 


| nounced the new Hastings double- 


| check oil ring. 
| ring embodies three bridges 





In construction, this 
across 
the channel, two at the points and 
one at the back of the ring, directly 
opposite the points. 

These bridges at the points 
designed to strengthen the edges 


are 
of 


| the ring at the points against break- 


age and stop the passage of oil from 
the channel into the gap. The 


| bridge at the back of the ring is 


designed further to strengthen it 
against breakage in installation. 


CLASSIFIED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 
_NEWS BRING RESULTS 





0 senseless restrietions 


impossible demands 


HUPMOBILE imposes no senseless restric- 


tions on its dealers’ business... no arbitrary 


interference with the retailers’ judgment 


no impossible demands in ear quotas. 


HUPMOBILE believes the dealer is the best 


judge of conditions in his territory ; 


of the 


manner in which he should conduct his busi- 


ness . 


any future market. 


of the number of cars he will sell in 


This is one of the many reasons why so many 


really good dealers remain H upmobile dealers. 


‘“"WE 


BEST CAR 


BELIEVE 


THE 


OF ITS 


CLASS 


HUPMOBILE 


IN THE 





TO BE THE 


WORLD“ 
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Favors Junker Plan 
Over Discount Increase 


(Continued from Page 4) 


reserve allowance a little more 
liberal than the present one, which 
we feel would take more old cars 
off the road than any other plan. .It 


would also eliminate the cheap 
used car which is the cause of the 
greatest amount of trouble to the 
average dealer. 

handled in this way dealers would | cate of the junker plan, and we feel GEORGE E. QUAY, 

be much more careful in their used /|a lot of good would come from this | Quay’s Garage and Machine Shop, 
car allowances. This reserve fund if the manufacturer would set up a Dunkirk, N. Y. | 


about the middle of December, at| Favors Junker Plan 
Over Discount Increase 
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the time when business is very | 
slack. 
Regarding used car allowances, | 
there are too many inexperienced | 
we feel would take more old cars| 
off the road than any other plan. 
It would alsc eliminate the cheap 
used car, which is the cause of the 


men handling this, the profit end | 
of the business. Dealers would have | 

greatest amount of trouble to the 
average dealer. 


no trouble with their used cars if| Replying to your letter regarding 

they used sound business judgment | the discounts given to dealers at 
in buying them. the present time, would state that 
X. J. aa /'é we are not so much in favor of 
Hudson Falls, N. ¥. | jarger discounts unless it would be 

GEORGE E, GUAY, 
Guay’s Garage and Machine Shop, 
Dunkirk, N. Y. 
NEW PACKARD DEALER 
Newark, WN. J., Oct. 5—A charter 


; held in a reserve and given to the 
has been granted the Packard 


| dealer at the end of the year, as we 
|feel a larger discount would only 

Plainfield Company, which will sell 
and service Packard cars. Herman 








Replying to your letter, regarding 
the discounts given to dealers at 
the present time, would state that 
we are not so much in favor of 
larger discounts unless it would be 
held in a reserve and given to the | 
dealer at the end of the year, as 
we feel a larger discount would only 
encourage the smaller dealer to give 
away his profit in a trading allow- 
ance. 

We are, however, quite an advo- 


|encourage tne smaller dealer to give 
|}away his prolit in a trading allow- 
ance 

We are, however, quite an advo- 
|; cate of the Junker plan, and we 
| feel a lot of good would come from 
| this if the manufacturer would set 
up a reserve allowance a little more 
liberal than the present one, which 


are the directors. 





Seeing 
is 
believing 





At last! ... a SALES and SERVICE 
INSTRUMENT for SPARK PLUGS 


The Defiance Spark Plug Tester banishes all guesswork in de- 
termining the condition of spark plugs in motors... Heretofore, 
sales and service men have had no definite reason for advising 
customers when their spark plugs should be replaced. With the 
Defiance Spark Plug Tester, convincing comparison of the old 
with the new establishes confidence, increases sales, and broadens 
the service rendered to the customer... for the customer sees 
the actual performance of his plugs as they are tested under 
compression, “Seeing is Believing”... Dealers also find that the 
Defiance Spark Plug Tester more than pays its way as a piece ot 
shop equipment in running down ignition troubles... For com- 
plete information, address Defiance Spark Plugs, Inc., 326 
20th Street, Toledo, Ohio. 


Defiance 


is fully covered 


SPARK PLUG TESTER 














Spector, Ola C. Cool and J. Seid | Auto Service, Palmyra. 








The Defiance Spark Plug Tester 


and foreign patents. 





Eliminate the Small Dealer 
In Favor of Big One 


We do not feel that larger dis- | who have no overhead, and who are 
counts would materially help the| using their barns, etc., to display 
dealer, as it would, in the majority their cars, Or else Carry no cars at 

: |} all, and allow the larger dealer to 
of cases, mean only making larger) wore on a sliding scale, the larger 
allowances for the trade-in, but we! dealer would be in a far better posi- 
do believe that if the factories 


tion to make some money. 
would eliminate the small dealers, CHAS, MANCUSO & SON., 
and by small dealers we mean those 


New Dealer Appointments 
By States and Makes 


OKLAHOMA | 





Garage, Monaca; H. S. Coates, 


Reo — John Lowrance Garage,;| Rochester; Farl’s Garage, Freedom; 
Carter. Max Goetz, Fayetteville. 
PENNSYLVANIA Reo—Paoli Service Station, Paoli; 





Nash—Floyd E. Bortree, Scran- 
ton; Heeber & Warner, Lansdale. 
Studebaker—K. B. Light, Ieb- 


Northeast Sales & Service, Philadel- 
phia; Niblock & Smith, Glenside. 


TEXAS 


anon; National Motor Car Com- Nash—A. C. Keith Motor Com- 
pany, Lewiston; B. E. Weber Ga-| pany, Amarillo. 
rage, East Stroudsburg; Palmyra Studebaker—J. G. Beasley, Crock- 


ett. 

Willys-Overland—G. C. Caroth- 
ers, Stamford. 

VIRGINIA 
Auburn—J. M. Berry, Martinsville. 
WASHINGTON 

Reo—Sunset Motors, Woodland. 

Willys-Overland—Mandery’s O. K. 
Automotive Service, Centralia; 
Clevenger-Smith Company, Yakima; 
Penn’s Garage, Port Angeles. 

Auburn—Spike Nash Company, 
Bellingham. 

WEST VIRGINIA 

Nash—Athey-Brooks Motors, Inc., 

Parkersburg. 
WISCONSIN 

Willys-Overland—Ayers Service, 
Gratiot; Willys Agency, Rice Lake. 

Studebaker—North Side Garage, 
Kenosha. 


BAY STATE EXTENDS 
SAFETY CAMPAIGN TO 
OCTOBER, NOVEMBER 


Willys - Overland — Kohlman’s 


Boston, Mass., Oct. 5.—With the 
approval and co-operation of Regis- 
trar of Motor Vehicles Morgan T. 
Ryan, state police, metropolitan dis- 
trict police, and the local pclice, the 
Statewide campaign against the 
eight predominating causes of seri- 
ous automobile accidents will be ex- 
tended through the months of Oc- 
tober and November in combination 
with the registrar’s own intensive 
drive against negligent motorists op- 
erating with defective lights and 
brakes, the governor’s committee on 


Street and highway safety an- 
nounced. 
The double campaign, both the 


registrar and the governor’s com- 
mittee are pointing out to the police 
heads who will be responsible for 
its success, is in no way to be taken 
as a mere drive to harass the great 
bulk of law abiding motorists, but 
rather as an intensive effort to rid 
the highways of the comparatively 
ae small group of dangerous drivers 
o which the registrar’s own personal 
observations and the governor's 
committee campaign results have 
shown to be responsible for the 
great majority of highway accidents. 

The four months of the anti-acci- 
dent campaign have shown that 95 
per cent. of the motorists tagged 
during the drive were guilty of one 
or more of the first four violations 
listed for police action on the fa- 
mous blue ticket. Those four viola- 
tions, in turn, were found to be re- 
sponsible for 80 per cent. of all 
motor vehicle accidents in Massa- 
chusetts. As a result the police will 
be asked during the extended drive 
to concentrate on those four viola- 
tions, which are: 1. Operating at 
a speed too fast for conditions in 
residential, congested or business 
districts and adjacent to schools or 
playgrounds; 2, passing another car 
going in the same direction with the 
view ahead obstructed; 3. failing to 
keep to the right of the road; and 
4. failing to slow down at intersec- 


by United States 





tions. 
H. M. WILLIS PROMOTED 
Philadelphia, Oct. 5.— Harrison 


M. Willis has been appointed sales 
manager Of the Studebaker retail 
department by the Foss-Hughes 
Company, Studebaker and Pierce- 
Arrow distributor. 
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Must the ADVERTISER 


Hold the bag 


in face 


COMPARE 
With Any 
Other Magazine 


HOW MUCH? 


Liberty averaged 2,401,416 week- 
ly circulation for 1930, 2,411,612 
for the first half of 1931. 





WHO?P 





Liberty is deliberately edited for 
both men and women. It is read 
by 2,750,000 men and 3,009,000 
women. Result records have been 
broken for men’s and women’s 
products alike. 

80% of all Liberty families above $2,- 
000 income class 65.8% U.S. average 
52% own homes 37% U.S. average* 


$4% have telephones 
39% U.S. average 


58% have radios 46% U.S. average 


50% have vacuum cleaners 
37% U.S. average 


34% have electric washers 
29% U.S. average 
15% have mechanical refrigerators 
$% U.S. average 


“In cities covered by Starch Survey 


WHERE?P 


Liberty concentrates three-quar- 
ters of its circulation in cities over 
25,000 population. Liberty places 
more circulation here (where 
major part of all retail business is 
done) than any other magazine. 





HOW READ? 


Liberty is wanted enough by its 
readers, that 99% of them buy vol- 
untarily week after week. No ex- 
pensive subscription crews are nec- 
essary to sign up readers 6 months 
or a year or two in advance. 99% 
single copy circulation is 99% 
guaranteed-to-be-read circulation. 


Then, instead of burying 90% of 
its advertisements after the start of 
the /ast story, Liberty alternates 
advertisements and story leads 
throughout the book. Surveys show 
this nearly doubles readers-per- 
advertisement. 


MOILSAuUAVA AHL 


NOILVTAOWIO do 


AAV AD 


OMMODITY prices have dropped 30 
per cent. 

You get somewhere around that much less 
for what you sell. 

Must you pay as much as you did before for 
what you buy? 

Of course, many magazines have justified 
their failure to follow the price trend by mak- 
ing expensive editorial improvements. And the 
justification may be sound. 

But Liberty’s cost has declined 35 per cent 
since: 1926—and beginning January 2nd, 1932, 
ei berty will spend over a quarter-million dol- 
lars more a year in the interests of a more at- 
tractive magazine. 


A Timely Move ° 


At the peak of a circulation success un- 
equalled in publishing annals, Liberty was 
acquired last April by Macfadden Publica- 
tions, Incorporated. 

The first announcement was that the win- 
ning editorial formula of dramatic, newsy, 
concise material by famous authors and artists 
would be retained. And even stepped up to the 
tune of $100,000 more a year. But the second 
announcement betokened a move that would 
have striking interest for advertisers. 

Paper and printing were to be radically 
improved. 

Now, two distinct steps in this direction 
have already been taken. And recently the 
third was indicated by press dispatches telling 
of the largest quality paper order ever placed 
by a single magazine, involving an expendi- 
ture of $160,000 more, a year. 


of declining prices ? 


This latest advantage will be apparent in 
the issue of January 2nd, 1932. 


What Advertisers Get 


This season advertisers everywhere are put- 
ting Liberty on their desks for consideration. 


They are finding that their dollar buys: 


Eee kl lt 565 families 
Average of 3 other Weeklies 377 families 
Average of 2 Monthlies . . 391 families 
Average of 6 Women’s 


Magazines . 286 families 


Faced with the problem of matching Post- 
Depression profits with Post-Depression ad- 
vertising value, they find that the Liberty dol- 
lar gives them: 

50 per cent more families than other Weeklies 


45 per cent more families than Monthlies 
98 per cent more families than Women’s Magazines 


What They Are Doing 


That advertisers welcome the opportunity 
of enjoying for themselves the increased value 
that they have already passed on to the con- 
sumer may be seen from this statement: 
Within 60 days of the announcement of new 
management, 92 advertisers and 58 agencies 
had placed $1,521,677 in new Liberty orders. 


And from the rate at which new orders ar- 
rive as the main list-making season approaches, 
it would seem that fewer and fewer advertisers 
are going to be content to hold the Bag so long 
as this major medium offers them a way out. 

Write without obligation for booklet: “To every man 


with $1 to spend in advertising.” Liberty Magazine, 2743 
Graybar Building, New York City. 





AMONG ADVERTISERS NOW APPEARING IN LIBERTY 





American Safety Razor Corp. 
American Tel. & Tel. Co. 
American Tobacco Co. 
Axton-Fisher Tobacco Co. 


B. V. D. Co. 

Barbasol Co. Hewes & Potter 
Bauer & Black Hinze Ambrosia, Inc. 
Beech-Nut Packing Co. Chas. E. Hires Co. 
Borden Co. Houbigant, Inc. 


Bristol Myers Co. 

Brown & Williamson Tobacco Co. 
Chesebrough Mfg. Co. 

Chi., Mil., St. Paul & Pac. R.R. 
Chrysler Motors Corp. 
Cluett-Peabody & Co. 
Coca-Cola Co. 

Columbia Pictures Corp. 
Crosley Radio Corp. 

R. B. Davis Co. 

Jos. Dixon Crucible Co. 
Encyclopaedia Britannica, Inc. 


Ethyl Gasoline Corp. 

Florida Citrus Exchange 
General Motors Corp. 
Gillette Safety Razor Co. 
Alexander Hamilton Institute 


Indian Refining Co. 
International Mercantile Marine 
Jantzen Knitting Mills 
Johnson & Johnson 

Kellogg Co. 

Kolynos Co. 

Kress & Owen Co. 

Lambert Pharmacal Co. 

Larus & Bros. Co. 

Lever Bros. Co. 

Liggett & Myers Tobacco Co. 
Mennen Co. 


Philip Morris & Co. 
Northwestern Yeast Co. 
Norwich Pharmacal Co. 
Parker Pen Co. 
Pepsodent Co, 
Pompeian Co., Inc. 

R. C. A.-Victor Corp. 

R. J. Reynolds Tobacco Co. 
A. G. Spalding & Bros. 
Stanco, Inc. 

A. Stein & Co. 

Texas Co. 

Vapo Cresolene Co. 
Veldown Company, Inc. 
Wander Co. 

G. Washington Coffee Co. 
L. E. Waterman Co. 

R. L. Watkins Co. 
Western Clock Co. 

W. F. Young Co. 

Zonite Products Corp. 





Liber Cy. .. a weekly for the whole family 


PRICED FOR POS'7-DEPRESSION 
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New DEALERS FInp 
no mystery in 


Dealers Have Signed Reo Contracts! 
Since July First Over 490 New 


SPEED WAGON 


625 


Four-Cylinder $625, Six-Cylinder $725 


Chassis f. 0. b. Lansing, Michigan— Dual Wheels $22 Extra 


“No truck experience” seems to be no barrier to the hundreds of pas- 
senger car dealers who have taken the Reo Special Truck Franchise 
(with regular dealer discounts) within the last few months, 


The new 1%-ton Reo Speed Wagon at $625 is such a spectacular value 
that it virtually sells itself. Business men are quick to recognize its sturdy 
construction and fine appearance. They see indisputable evidence of 
superiority in Reo’s specifications when compared with other trucks. 


The story of this remarkable new truck is penetrating every part of the 
globe. It is selling today and greatly expanding its market for tomorrow. 


It will sell in your territory —and sell in volume. Tell us what area you 
have in mind and we will give you an accurate idea of what this volume 
should be for the balance of this year, and for 1932. 


= . RL —=] REO MOTOR CAR COMPANY, Lansing, Mich. 
SPECTACULAR VALUES IN . F , 
PASSENGER CARS lease send - at ener either ry letter 
or through your representative—details 
Reo passenger cars, too, afford Dealers of the Reo Special Truck Franchise 
an exceptional opportunity for year- 
round profits. The quality is extraor- 


, Line (s) now handled 
dinary—and the prices spectacular. (s) 


Flying Clouds Reo-Royales e 
6-21. . . $995 831. . . $1985 My Firm Name 
Fs . $1195 $35 . . $2445 
8-21 , $ ar hee Address 
OS a $1565 (7-Pass. Sedan) 


Standard Model Prices—f. o. b. Lansing 
riseba ' ADN106 By 





